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fayes Of La. Goes 
auto NAIC Line 
Mf Succession 


Becomes Chairman Of 
Executive Committee, 
Beery Elected President 


National Assn. of Insurance Com- 
issioners wound up its annual meet- 
at San Francisco last week with 
election of Commissioner Sam 
ry of Colorado as president to 
cceed Paul Hammel of Nevada. 
. Nelson Parker of Virginia moved 
p to vice-president and heir appar- 
t, and the contest for Mr. Parker’s 
d job, chairman of the executive 
mmittee, was. won by Rufus Hayes 
f Louisiana over Charles Howell of 
lew Jersey. 













el To Advisory Post 


Mr. Hammel, who went to the meet- 
just after overcoming the flu and 
was back in bed in the Fairmont Hotel 
omg convention ended with another 
ever, was elected vice-chairman of 
lhe executive committee, an advisory 
psition. Alfred Premo of Connecticut 
yas named to a second term as sec- 
ttary-treasurer of NAIC. The execu- 
ive secretary at the headquarters in 
thicago is Hugh L. Tollack. 

While the San Francisco meeting 
acked the kind of accomplishment 
hat makes headlines, it was a good 
working affair and a lot of company- 
‘ommissioner business was transacted. 
there was almost nothing on the fire 
tr the life people except credit insur- 
ince, and in the property and casualty 
ine the biggest item was a progress 
(CONTINUED ON PAGE 22) 


ndiana Insurance Men 
'0 Honor Alden Palmer 
ind His Successor 


|The insurance industry of Indiana 





‘!'lL honor retiring Commissioner Al- 


| C. Palmer and newly appointed 
' amissioner James K. Ashley with a 
i eption and dinner at the Indiana- 
he Athletic Club June 15. Having 
} thed age 73 on May 3, Mr. Palmer 
| ently submitted his resignation to 
iv. Handley, who accepted it effec- 
ve June 15. Close friends of Mr. 
er knew that he had expressed a 
ire to relinquish the post late last 
ar, but continued in office for the 
me being at the urgent request of 
any insurance leaders of the state. 
€ will have served approximately 
years of the regular four-year term 
hen he retires. 
James K. Ashley, who is to succeed 
. Palmer, has worked closely with 
n for many months. The new com- 
ssioner is regarded highly in Indiana 
urance circles. Serving as co-chair- 
for the reception and dinner are 
illiam P. Cooling, president Indiana 
dup, and Walter H. Huehl, president 
dianapolis Life. 












Tax Exemption For Agent Who Won Suit Nominate Stewart, 


Commission OnOwn 
Insurance Reversed 


The fifth circuit court of appeals 
has reversed the tax court decision 
that an agent who bought insurance on 
his own life was not liable for income 
tax on the commission in Commis- 
sioner vs Sol and Adele Minzer. 

Rejecting the argument that the 
agent was merely buying insurance at 
a reduced price, the circuit court point- 
ed out that the insurers were prohibit- 
ed by law from selling insurance at 
a discount, so it cannot be said that 
the insurance had a value less than the 
amount of the premiums and hence 
“it must then be said that a benefit 
inured to the taxpayer to the extent 
of his commissions . . . the commissions 
were, we conclude, compensation for 
services and as such were income with- 
in the meaning of 26 USCA/IRC 1954/ 
section 61/A/1.” 

The opinion will be reported more 
fully in next week’s issue. 


Senate Votes Long Measure 


To Reopen NSLI For A Year 


WASHINGTON, D. C.—The Senate 
has passed HR 11045 with the long 
amendment, which provides for re- 
opening the sale of National Service 
Life policies for one year. The basic 
bill, HR 11045, would permit conver- 
sion or exchange of NSLI policies al- 
ready in force to a new modified plan. 
The vote by 75 was unanimous. 

The bill now goes to the House, 
which may accept the amendment or 
send the bill to joint conference. 


Occidental Life Is Host 


To Japanese Business Men 


As one phase of a study of pension 
and retirement systems used by Amer- 
ican business firms, 11 business ex- 
ecutives from Japan conferred with 
home office: officials of Occidental Life 
of California about the role insurance 
companies play in pension and retire- 
ment plans. The visitors represent ma- 
jor industrial firms in Japan and the 
objective was to study the details of 
the U. S. industrial pension systems in 
order to gain ideas for Japan. 

President Horace W. Brower wel- 
comed the group and C. H. Tookey, ac- 
tuarial vice-president served as mod- 
erator for panel discussions. The pro- 
gram was headed by Powell E. Smith, 
executive vice-president. Participating 
in the discussions were Meno T. Lake, 
2nd vice-president and actuary and 
Ira Browning, Gilbert Cronin, Frank 
Onstine, and Henry K. Knowlton of 
the pension department. 


Peel, Whitlock Advanced 
In HIA Legal Department 


Health Insurance Assn. has pro- 
moted Joe W. Peel to counsel and Lyn- 
don J. Whitlock to assistant counsel. 
Mr. Peel, who joined HIA as assistant 
counsel in 1958, was previously with 
the Kansas insurance department. Mr. 
Whitlock has been an attorney with 
the association since 1958. 


For Commissions Is 
Defeated On Appeal 


NEW YORK—The award of $17,692 
won in the New York supreme (trial) 
court last November by an agent 
against two clients on the ground that 
they breached an oral covenant to buy 
life insurance from him on a plan that 
he had worked up at their request was 
reversed by the appellate division here 
this week. Decision of the five judges 
was unanimous. 

The plaintiff-appellee is Merril P. 
Arden, general agent here for National 
Life of Vermont but at the time of the 
alleged breach of contract an agent 
here of Connecticut Mutual Life. De- 
fendants-appellants are Richard and 
Irving Freydberg, who had the con- 
troller of one of their corporations 
licensed to write the policies on the 
plan devised by Mr. Arden. 

After stating that the evidence pre- 
sented at the trial “does not support 
the agreement alleged in the com- 
plaint,” the appellate court had this to 
say about the way in which Mr. Arden 
lost the business: 

“Whatever reservations one may en- 
tertain as to the business ethics of 
defendants-appellants in this situation 
or whether the superintendent of in- 
surance should investigate the manner 

‘CONTINUED ON PAGE 22) 


Western Round Table Of 
LAA Cancels 1960 Rally 


The 1960 meeting of the Western 
Round Table of Life Advertisers Assn., 
scheduled to meet at San Francisco 
June 19-21, has been cancelled. The 
basic group from which this portion 
of LAA draws its membership {fs small, 
and conflicts with company meetings, 
etc., caused a prospective attendance 
for this gathering that was considered 
inadequate. 

Meetings of the Western Round 
Table will be resumed in 1961. 








Blumberg For NALU 


Secretary Position 


By-Laws Were Changed This 
Year To Permit More Than 
One Candidate For The Post 


David M. Blumberg, general agent 
of Massachusetts Mutual Life in 








Jack A. Stewart 


David M. Blumberg 


Knoxville, Tenn., and Jack A. Stewart, 
agent of Phoenix Mutual Life at Cleve- 
land, have both been nominated by 
the NALU nominating committee as 
candidates for secretary of NALU for 
1960-61. Both are serving the first 
year of their second two-year terms 
on the board of trustees. 

Under authority granted by an 
NALU by-law adopted at the midyear 
meeting at Louisville in March, nom- 
inations for an officer of NALU are 
no longer limited to one person per 
office. The change also made possible 
a larger slate of trustee candidates 
than was previously permitted. 


Trustee Slate Due In July 


The nominating committee chair- 
man, Mrs. Elsie Doyle, Union Central 
Life, Ft. Lauderdale, Fla., said the 
committee will announce its slate of 
trustee candidates in mid-July. She 
said that because many state associa- 

(CONTINUED ON PAGE 22) 











Members of 
NALU’s _ building 
committee on tour 
of headquarters 
building are guid- 
ed by Committee 
Chairman A. W. 
Defenderfer, John 
Hancock, Wash- 
ington, D.C., who 
Points to the spot 
in the foyer where 
bronze plaques 
honoring’ charter 
builders will be 
erected. From left 
are Albert C. 
Adams, John Han- 
cock, Philadelphia; 
Stanley C. Collins, 
Metropolitan Life, 
New York; Her- 
bert R. Hill, Life 


of Virginia, Richmond; Mr. Defenderfer; David M. Blumberg, Massachusetts 
Mutual, Knoxville, and John C. Donohue, Penn Mutual, Baltimore, chairman of 
NALU’s building fund campaign. The headquarters building is in the process 


of being renovated. 





INSURANCE LIBRARIANS TOLD: 





HeNATIONAL UNDERWRITER 


*Terminological Chaos’ 
Costs Industry Money 


Should there be a contest among 
the various branches of insurance— 
life, health, fire, 
marine, casualty, 
bonding, and the 
rest as to which 
has the most con- 
fusing terminol- 
ogy, the judging 
would be most dif- 
ficult because “all 
insurance seems to 
have succeeded in 
attaining termin- 
ological chaos,” 
said President 
Davis W. Gregg of 
the American College of Life Under- 
writers at the insurance division lunch- 
eon during the meeting of Special Li- 
braries Assn. at Cleveland. 


Public Is Mystified 


“Insurance is plagued by an infer- 
nal and exasperating jungle of con- 
fusing terminology,” he said. “Our 
‘mixed-up’ language is taking a heavy 
toll along many lines: Countless sales 
are lost because the public doesn’t 
know what we are trying to say about 
our products and services. Manpower 
development costs are doubled or 
trebled because trainers and teachers 
must explain and re-explain concepts 
and techniques. Stiff taxes and re- 
strictive legislation surround us _ be- 


More Gumption 
Needed In Field, 
Says Nicholson 


The zing and the drive and the joy 
of accomplishment that have long been 
associated with 
the career of life ¥ 


- 





Davis W. Gregg 








insurance _ selling 
seem to be giving 
way to careful 


conformity, to the 
detriment of the 
business, said E.L. 
Nicholson, 
2nd vice-presi- 
dent of Connecti- 
cut General Life, 
at the New Eng- 
land management 
conference in 
Swampscott. 

“This is a wonderfully exciting busi- 
ness we are in,” he said, “and we 
should be living it with all the joy and 
fervor at our command. But we are 
not! Instead, we are taking on the 
drab, conservative, stale conformity 
that resembles a pompous society too 
old to change or too rich to care. 


Got It From Home Office 


“And how did we get that way? 
From the leaders, of course. The agents 
get it from you and you get it from 
your home office. This is an era of the 
passing parade of joiners, leaners, men 
looking for a crutch, a swivel chair, an 
easy chair and, if possible, a nice, soft 
comfortable sofa. The ‘organization 
man,’ pass the buck, cookie-cutter 
conformity, me too! 

“But all these things are symptoms. 
The ailment itself is more serious. We 
are plagued with a lack of molders, 
makers and ‘rectors of men, wavering 


E. L. Nicholson 


cause legislators cannot seem to un- 
derstand how we function.” 

To show that these statements are 
not overdrawn, Mr. Gregg took some 
illustrations from the main branches 
of insurance. 

“Life insurance,” he said, ‘“‘can be 
proud of its generic label. It’s a posi- 
tive term, emphasizing living aspects 
instead of the death aspects. The term 
is simple, meaningful and thus wide- 
ly accepted and understood. 

“However, take a look at the com- 
monly used terms for the major 
branches of life insurance business: 
ordinary, industrial and group. Group 
insurance is a usable and understand- 
able term, but what about the other 
two? 

“The usual synonym for ‘ordinary’ 
is ‘common’; the usual antonym is 
‘extraordinary.’ Does the public wish to 
buy ‘common’ life insurance or ‘ex- 
traordinary’ life insurance. Webster’s 
goes on to define ‘ordinary’ as ‘not 
distinguished by superiority of any 
kind.’ Is this the kind of language at- 
mosphere appropriate for life insur- 
ance?” 

Mr. Gregg said there is evidence 
that “industrial” as the tag for the 
third branch of life insurance may be 
on the way out. 

“Ten years ago,” he said, “the au- 
thor (P. A. Samuelson) of America’s 

(CONTINUED ON PAGE 11) 





where there should be leadership.” 

Mr. Nicholson said that during the 
last decade more and more frequently 
the statement, “Give the public what 
it wants,’”’ has been heard. 

“One of our research projects probed 
into the question, ‘What kind of an 
agent does the public want?’” he con- 
tinued. “Well, they want an agent who 
is capable, trained, probably an MBA 
from some Ivy League school, thor- 
oughly knowledgeable and a counselor 
—on the one hand. On the other hand, 
this ‘ideal’ agent should not be per- 
suasive, aggressive or effective. 

“In short, the public thinks it wants 
someone who will never make a man 
face up to the realities of life, a neu- 
tral, a non-entity, dispensing free ad- 

(CONTINUED ON PAGE 23) 


Clayton Endorsed By 
Ala. Agents For 2nd 
Term As NALU Trustee 


Robert S. Clayton, manager of Li- 
berty Life at Mobile, has been endorsed 
as a candidate for 
a second term as 
a NALU trustee 
by Alabama Life 
Underwrit- 
ers Assn. and by 
general agents and 
managers associa- 
tions throughout 
the state. 

Mr. Clayton was 
elected to his first 
term as a trustee 
in 1958. He has 
been in the life in- 
surance business for 24 years, the last 
13 of which have been as manager:in 
Memphis and Mobile. He has held all 
offices of his local and state associa- 
tions and has been a member of NALU 
since he entered the business. 








Robert S. Clayton 


Scoins Replaces 
Ready As Head Of 
ALC Medical Group 


There is a possibility that the medi- 
cal information blank of the future 
will contain such 
a question as 
“When nuclear 
test explosions are 
going on, do you 
go to a shelter and 
stay there?” James 
H. Ready, medical 
director General 
American Life, 
and immediate 
past chairman of 
American Life 
Convention’s Med- 
ical Section sug- 
gested at that group’s annual meeting 
at White Sulphur Springs. 

William H. Scoins, chief medical di- 
rector Lincoln National Life, replaced 
Dr. Ready as chairman and Paul J. 
Langner Jr., medical director Provi- 
dent Mutual Life, moved up to vice- 
chairman. J. R. B. Hutchinson, vice- 
president and medical director Acacia 
Mutual Life, was reelected secretary. 
Elected to the board of managers was 
J. Grant Irving, medical director Aetna 
Life, and Clifton L. Reeder, vice-presi- 
dent and medical director Continental 
Assurance, was named program chair- 
man. 

Dr. Scoins graduated from Univer- 
sity of Nebraska medical school and 
was an instructor there for some five 
years. He left this post to become as- 
sistant medical director and later as- 
sociate medical director with Pacific 
Mutual Life. In 1936, in addition to 
these duties, he was named an instruc- 
tor at University of Southern Californ- 
ia. Following service in the navy, Dr. 
Scoins became medical director of Lin- 
coln National in 1948 and chief medi- 
cal director there in 1951. 

Dr. Ready’s address concerned the 
“serious threat to the three basic needs 
of man—air, food and water.” He 
called upon the group to use their in- 
fluence both as members of the medical 
profession and of the life insurance 
industry to take action on these prob- 
lems. 


Elect Bevard To Head 


Des Moines Life Agents 

R. Claire Bevard, John Hancock, has 
been elected president of Des Moines 
Assn. of Life Underwriters. 

Randall T. Klein, Prudential, and 
George Burmeister, Phoenix Mutual, 
were named vice-presidents and Rich- 
ard Jorgensen, Bankers Life of Iowa, 
is secretary-treasurer. 





Dr. W. H. Scoins 


Sales of North American Life of 
Chicago in May totaled $8,179,670, an 
increase of 73%. 





At the Decatur 
sales rally, from 
left, Roy A. Rade- 
macher, Equitable 
Society, president 
Decatur associa- 
tion; Robert E. 
Hill, assistant pro- 
fessor of finance, 
University of Illi- 
nois, the banquet 
speaker, and Jo- 
seph A. Lewis, 
Mutual Benefit 
H.&A. and Mutual 
Benefit Life, gen- 
eral chairman of 
the meeting. 





June 11, 1ggme 11, 1! 


Aetna Life Buys 
Excelsior Life, 
Canadian Insurer | 


Aetna Life has reached an agr 
ment to acquire controlling interest 
Excelsior Life of Canada, according 
a joint announcement by Henry 
Beers, Aetna Life president, and 
Bruce Matthews, president of Exe 
sior Life. 

Aetna Life is purchasing immedia 
ly 55% of the outstanding stock of 
celsior Life and is negotiating for 
other 15%. The total outlay will | 
approximately $5,250,000. 

Excelsior Life, founded in 1 
writes participating and non-parti 
pating individual coverages, as well 
group. At Dec. 31, 1959, Excelsior Lij 
had assets of $109,770,479 and in 
ance in force of $574 million. In 1 
the company paid more than $6,330, 
to policyholders. Premium income 
$13,341,635, and investment ine 
was $5,513,888. Net rate of int 
earned on investments was 5.19%. 

Excelsior Life, based in Toronto, 
400 employes and almost 500 agen 
with branch sales offices in 26 Cana 
an cities. It is expected that Mr. B 
John A. Hill, senior vice-president, 
Crampton Trainer, vice-president 
assistant treasurer, all of Aetna Li 
will become Excelsior directors. 
celsior Life will continue as an a 
tonomous operation, with no cha 
in personnel, management or practiced 


Appeal Gold's Decision To 
Decrease Rates On Small 


Loan Credit A&S Coverage 


RALEIGH—Commissioner Gold’s 
cent decision to reduce the premi 
rate on credit A&S coverage sold j 
connection with small loans has b 
appealed to Wake superior court 
American Bankers Life of Florida 
North Carolina Credit A&H Rati 
Bureau. 

The appellants contend that th 
commissioner’s decision, cutting th 
monthly per unit rate from $1.75 
$1.50, was “arbitrary and capriciol 
and is unsupported by any substanti 
competent evidence.” 

They also said there is no eviden 
to support his contention that the lo 
ratio is not high enough. 


Tulsa GAs Elect Stoia 

John J. Stoia, Northwestern Mut 
Life, has been elected president 
Tulsa Assn. of General Agents 





























Managers. He succeeds Leo C. Murr 
Mutual of New York. W. Eli McRor 
Prudential, was chosen vice-preside 
and Donald Gatchell, Bankers Life 
Iowa, secretary-treasurer. 

































11, If 


nh agred 

terest 

ording 

fenry 
and 

f Exe 


media 

k of 

' for 
will j 








yracticd 


n To 
1all 


rage 


old’s rq 
oremi 
sold 
1as b 
-ourt 
rida 
Rati 





hat th 
‘ing th 
$1.75 
pricioy 
bstanti 


eviden 
the lo 








ident 
sents 




















LIFE INSURANCE EDITION 





right size, right price 


THE SMALL CAR BOOM is due in part to these facts: 
The performance is excellent. A family can travel far, 
but inexpensively. And best of all, the price is right. 


The same combination applies to Provident Mutual’s 
attractive Family Policy. This single life insurance 
policy provides coverage for father and mother, plus 
any number of eligible children under 18 years of age 
at time of issue and continuing to their 25th birthday 
or to the policy anniversary nearest father’s age 65, 
if this comes first. Additional children under age 18 
subsequently becoming eligible will automatically be 
insured after attaining the age of 15 days. Desirable 
policy, indeed—and a good buy for a large percentage 
of the families in your town. 


No wonder more and more enthusiastic brokers, 
and agents of companies without this Policy, are 
using it to write substantial business among families 
that want and need protection. 


If you’re on the alert for new ways to increase 
volume, you are invited to inquire. We’ll be happy to 
show you how to get extra mileage with Provident 
Mutual’s Family Policy. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Decatur Sales Congress Rewards Agents 
With Full Complement Of Ideas, Methods 


By WILLIAM H. FALTYSEK 


The annual sales congress of Deca- 
tur Assn. of Life Underwriters held 
in conjunction with the annual meet- 
ing last month of Illinois Assn. of 
Life Underwriters offered a_ stellar 
program and drew a respectable at- 
tendance, despite the fact that the 
meeting was held the week-end of 
Memorial Day. 

‘The sales event got off to an early 
start with a breakfast sponsored by 
Central Illinois CLU chapter. The 
agenda for this gathering besides con- 
suming of food consisted of a panel 
moderated by William E. North, gen- 
eral manager New York Life, Evans- 
ton, and vice-president of NALU. 

Participants were William T. Beadles, 
insurance professor, Illinois Wesleyan 
University; Bart Hodges, *New York 
Life, Austin, Tex., who also spoke 
later in the day, and Robert W. Leu, 
Massachusetts Mutual Life, Peoria. 


Plus CLU Equals Succeess.” The first 
four letters stand for habits, skill, at- 
titude and knowledge, and were han- 
dled briefly in that order by Messrs. 
North, Leu, Hodges and Beadles. 
Mr. North pointed out that the word 
“success” means different things to 
different people and must be recog- 
nized by degrees. Habits make men or 
break them and either success or fail- 
ure habits can be built. A third type 
of habit sentences a man to medioc- 
rity. “We form our habits according 
to our own decisions,” Mr. North said, 
and it is easy to check habits to see 
if they are developing the desire for 
success of the type we want.” Habits 
can be checked in one day’s time, he 
said, and should tell if a man is work- 
ing a full day, honestly, every business 
day with maximum efficiency or if 
the goals for the month, day or week 
have been changed to suit convenience. 
Mr. North questioned the CLUs on 
how they rank with other men in the 





The topic for discussion was “HSAK business based on habits of industry. 
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YOUR OPPORTUNITIES 
ee 

WITH POSTAL LIFE & 

CASUALTY INSURANCE 


COMPANY! 
check the opportunities offered at Postal Life & Casualty Insurance Company. 


Unlimited Opportunities. Postal Life puts no bounds on your future. The company 
is big enough and solid enough to give you the firm backing you need. 


Liberal Contracts. Postal Life makes sure you reap the benefits of your efforts 
right away by giving you high commissions, generous renewals and many others. 


Complete Training. To make sure you get off on the right foot, Postal Life gives 
you complete, comprehensive training. Then you will have that extra confidence 


that means extra sales. 


Full Line. Whatever your client needs... life, accident, sickness or hospitalization 
..».you can supply him with exactly the right Postal Life policy. For complete de- 
tails, get in touch with C. M. Mitchell, Vice-President and Superintendent of Agents. 





POSTAL LIFE 
& Casualty Insurance Company 
612 West 47th Street 
Kansas City 12, Missouri 
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If you feel like you're lagging behind, 





“Are you a top business executive in 
your own town? Would you do busi- 
ness with you based on how you hon- 
estly see yourself?” he queried. “How 
do you measure up alongside your as- 
sociates? Are the answers based on 


habits of failure or success? Have 
you chosen mediocrity? It’s your 
choice.” 


Mr. Leu said there is a lot heard 
about selling in the “soaring 60s.” 
They are soaring but not quite so 
much as is being predicted. It will be a 
good year, however, and the American 
consumer will be there and business 
will be there with its products. “As 
agents, do we have the skill to bring 
the market and products together? 
Do we have the skill to get husbands 
and fathers to insure their human life 
values and put money in insurance in- 
stead of spending surplus dollars for 
consumer goods?” he asked. 


Must Have Skill 


“If we want our share in the ex- 
panding American economy, we must 
have skill. We must also have the skill 
to fight creeping inflation by getting 
out and selling people on the spirit of 
self-reliance. To the extent our mes- 
sage gets to the public and the public 
believes we represent a real service, 
this will be the real mark of our pro- 
fessionalism. Otherwise we are ama- 
teurs. The payoff is vastly different.” 

Mr. Hodges said that attitude is 
vitally important. Having all else and 
the wrong attitude, failure is entirely 
possible. Proper attitude calls for 
positiveness and self-confidence, espe- 
cially when explaining an insurance 
plan so the prospect really believes this 
is indeed the plan for him. The man 
with the proper attitude can prevail 


(CONTINUED ON PAGE 8) 
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Canadian Life 
Officers Elect 


Kilgour President 


TORONTO—D. E. Kilgour, preside, 
Great-West Life, was elected presiden 
of Canadian Litg 
Insurance Officer 
Assn. at the apJ 
nual meeting here 
He succeeded 4 
Ross Poyntz, pres4 
ident Imperia 
Life. 

John T. Bryde 
vice-president an 
general manag 

























North Ameri 
: Life of Toronto 

D. E. Kilgour was elected | 
vice - president 


E. A. Rieder, president Mutual Life 
Canada, 2nd vice-president and B. T 
Holmes vice-president and actua 
Confederation Life, honorary treasure 

Gordon Hunt, assistant general man 
ager and director of agencies Sover 
eign Life, is the new chairman of lif 
agency officers section. K. G. McNa 
vice-president and chief agency offic 
Manufacturers Life, is vice-chairma 

Other members of the council 
J. Stanley Brown, superintendent 
agencies Metropolitan Life; Georg 
Alexander, secretary Montreal Lif 
and E. Morton, agency vice-preside 
North American Life of Toronto. 


Milwaukee Assn. of Life Unde 
writers will hold its final meeting 4 
the season June 16 at the Downtow 
YMCA. National Quality Awards wi 
be presented and the speaker will ) 
Charles Tomlinson, Bankers Life 
Iowa. 


—_—_ 





5 or more years. 


commendation... 








174 Fidelity Underwriters 
Win Coveted National Quality Award 


For the 16 years in which the N.Q.A. has been awarded, 
Fidelity underwriters have been consistent winners — 10 of 
them for all 16 years; 53 for 10 years or more; and 98 for 


In sincere appreciation for the quality service they are per- 
forming, we congratulate them on receiving this highest 


“In recognition of life underwriting service of high quality 
as evidenced by an excellent record of maintaining in force 
and extending to the public the benefits of life insurance”. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PHILADELPHIA 1, PENNSYLVANIA 


A WELL-BALANCED COMPANY 
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HOW LEADING LIFE MEN 






Complete Diamond Life Bulletins 


YOU could look in our files and find instance after in- 
stance where the motivating, boundless source of infor- 
mation and selling power behind many of America’s 
most successful life insurance men and women is the 


DIAMOND LIFE BULLETINS. 


Here are some of their typical comments: “the DLB 
has been invaluable to all of us in our agency through 
the years”, Hugh Bell, CLU, Gen’l Agt. . . . “it’s liter- 
-ally worth millions”, Wm. T. Earls, CLU, Life Member 
MDRT, Gen’l Agt. .. . “I just wouldn’t be without it”, 
Aaron Goldstein, Life Qualifying MDRT, Mgr... . 


“INSURE” their Own SUCCESS! 


Purser, Gen’l Agt. . .. “it is as vital to the success of 
our agency as our telephones”, Earl M. Schwemm, 
CLU, Agcy. Mgr. 


You, too, can join these successful men, if you will 
but follow the advice of one of the greatest sages of 
all time, Benjamin Franklin, who said: “Employ your 
time in improving yourself by other men’s documents, 
so shall you come easily by what other men have 
labored hard for.” “Insure” your own success . . . take 
advantage of this Special 30-day Free Trial Offer and 


“it’s absolutely indispensible to our agency”, Carr R. send for your DLB .. . today! 
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PECIAL APPROVAL CERTIFICATE 
Mail it back today! Start your Service with 30-day FREE TRIAL OFFER! 


This CERTIFICATE Completed In Full ENTITLES ENDORSER to THE DIAMOND LIFE BULLETINS 
‘for 30 days FREE TRIAL. 

If within 30 days after arrival of Service, endorser does not advise otherwise, Monthly 
Supplements shall be supplied for as long as endorser wishes to keep the Service up to 
date and useful. Service selected as indicated by check mark (V) in box below, will 
be “invoiced on approval”’. 

C1 Complete 11-Volume Service: $46.50* first quarter; only $19 quarterly thereafter. 
0 7-Volume Salesmanship Service: $25.75* first quarter; only $8.25 quarterly thereafter. 
(1 4-Volume Statistical Service: $20.75* first quarter; only $10.75 quarterly thereafter. 
® id only in first quarter to cover Installation or Physical Cost for New Binders and Contents 
sent each NEW Subscriber. 
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(All Prices F.O.B. Cincinnati, Ohio) 
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Street Address 
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No Money Necessary — Just Mail This Certificate 


Department of The NATIONAL UNDERWRITER CO., Insurance Publishers, 420 EAST FOURTH STREET, CINCINNATI 2, OHIO 


The D. L. B. Has Been Used Continuously by America’s Leading Agencies For Almost Half Century! 




















Telis How To Use Split-Dollar Plan 
Where Loans To Officers Are Barred 


Most of one day at the annual meet- 
ing of the Million Dollar Round Table, 
held this year in Honolulu, was de- 
voted to seven talks on business in- 
surance sales patterns. These talks 
were followed by workshop sessions 
conducted by the day’s speakers. 

Charles B. McCaffrey, lecturer at 
the Wharton School of the University 
of Pennsylvania and special consultant 
to Provident Mutual Life, presented 


in detail three tested business insur- 
ance procedures. One involved the 
cure for the use of split-dollar plans 
in states that prohibit the making of 
loans by corporations to officers and 
directors. 


Suggests Tenants-In-Common 


A method of avoiding this trouble is 
ownership as tenants-in-common, with 
the corporation and the executives 





HteNATIONAL UNDERWRITER 


owning the policy as they might a 
stock certificate. Each would pay its 
or his share of the purchase price. 
During the lifetime of the insured 
executive, either tenant-in-common 
would be permitted to exercise the 
incidents of ownership pertaining to 
its or his segment of the tenancy. The 
corporation could borrow upon or sur- 
render for the cash value. The execu- 
tive could change the beneficiary or 
the amount-at-risk portion. On the 
death of the insured executive, his 
designated beneficiary would receive 
the net amount at risk and the cor- 





“J.B. never did get around 
to planning his retirement.” 


How many of your clients talk about providing for retirement, 
but never seem to get around to doing much about it? Perhaps 
you can turn their procrastination into decisive action by using 
a Great-West Life annuity contract as the basis of your 
proposal. The very favorable rates and other advantages of 
Great-West’s annuities have helped many a broker hear “yes” 








instead of “no” or “not just now”. 


For more information on Great-West’s experience-backed, 
flexible and extensive annuity portfolio, contact one of 
Great-West’s thirty-two branches in the United States. 


Great-West Lire 
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poration would collect the differencg 
i.e., the cash value. 

Or a cooperative employer-em ploy, 
benefit trust might be set up, said My 
McCaffrey. This arrangement is mag 
up of a revocable two-donor trug 
Donor I is the employer-corporation 
Donor II is the executive-employe. Th, 
corpus of the trust is a life insuran 
policy on the life of the executive 
employe. All incidents of ownershj 
are held by the trustee. The trusty 
is sole beneficiary of the policy. Dong 
I contributes to the trust each year » 
amount equal to the annual increay 
in the cash value of the policy. Dong 
II contributes the difference necessary, 
to make up the annual premium. — 

After detailing the other nece 
steps, Mr. McCaffrey said “It shou 
be noted that there is nothing uniqy 
about a trust being owner and bene. 
ficiary of a life insurance policy. The 
practice has become well establishe 
The above arrangement merely repre. 
sents a unique application of the cop. 
cept in order to serve a particula 
need.” 


Sticks To Key-Man Approach 


The other two procedures describej 
by Mr. McCaffrey dealt with the ug 
of corporate funds to pay estate taxe 
for the owner of and the use of de. 
ferred compensation plans. 

Opening a business insurance inter. 
view with discussion of a _ buy-sell 
agreement may be so far off base as ty 
invite trouble, said Joseph N. Desmon, 
Continental Assurance, Buffalo. 

“To eliminate this potential disas. 
trous result,” he said, “I have learned 
from experience that the initial pre. 
sentation should be solely on the basis 
of key-man indemnification. Our re- 
marks should be confined to the need 
for life insurance to protect the cor- 
poration in the event of the death of 
either of the principal stockholders— 
again, we are approaching the positive 
aspects of business perpetuation and 
continuation instead of liquidation. 

“This, in my opinion, makes good 
sense, because each stockholder hon- 
estly believes that he is invaluable to 
the corporation. Without him there 
could be no business. (He may not 
feel quite the same about his partner, 
and vice versa.) 

“This type of approach must be 
reasonably well received. If possible, 
we can close our sale on this basis 
At any rate, after developing interes 
in this manner, we can then proceed 
to the discussion of buy-and-sel 
agreements, deferred compensation 






















salary continuation, partial redempt] ‘To"* ®- 
tion of stock to pay estate costs, eti{ has begur 
These discussions can take place evelj the first © 
after the sale has been made and th pansion, F 
policies issued and delivered. There if ald L. Go 
ample flexibility in the policy contraci] gional dire 
to adjust them to whatever need if quarters ir 
indicated as most urgently in need (| Mr. Fall 
solution.” Million De 
Don’t Use Today’s Values mager 
agency at 
Mr. Desmon cautioned that it is 4 Houston. E 
serious error to base the insurance Of let, “How 
a business on today’s values. Prospectin 


“On the assumption that the busine¥y R&R 










should continue to prosper and expat Mr. Gou 
in the next 10 years, shouldn’t a ager for P 
attempt be made to ‘project to at lea} Prudential 
some degree the future potential valvq isa CLU. 
of the business intezest?” he asked. 

Herbert V. Kibrick, New York Lifel Pig, Adog 
Boston, stressed the value of rea The Flor 
getting to know one’s clients, for doil a new set 
so enables the agent to make ap) anti-coerci 
ing suggestions that he could not P0f and report 
sibly have thought of otherwise. NATIONAL 

“Life is growth—inner growth prior rules 
well as material growth,” he observ ercion wer 
“As cur clients grow, they reveal m0] ment. 


(CONTINUED ON PAGE 20) 
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Inc. Agents Ask Department To Act On 
Violations Of ‘Profit Sharing’ Orders 


Inciana State Assn. of Life Under- 
writes adopted a resolution at its state 
meeting requesting the Indiana de- 

ment to investigate and take de- 
finite action to correct “specific in- 
stances of violation” of two orders 
previously issued by the department 
concerning “profit sharing” contracts. 

The resolution notes that “numerous 
violations of these regulations have 
peen brought to the attention of local 
associations throughout the state, the 
Indiana Leaders Club, the department 
of insurance, and this body” and states 
that these violations “can be docu- 
mented by affidavits and sworn testi- 
mony upon request of the insurance 
department’s office.” 

In Announcement Form 

The two orders issued by the de- 
partment and referred to in the re- 
solution were in the form of an an- 
nouncement to life companies operat- 
ing in Indiana, entitled “Selling Meth- 
ods and Materials,” dated June 3, 1959, 
and a news release and directive, en- 
titled “Profit Sharing and Coupon Con- 
tracts,’ dated December 16, 1959. 

The “Selling Methods and Materials” 
announcement noted that during the 
past few years there have been a 
number of companies, both foreign and 
domestic, offering “profit sharing” con- 
tracts under various names to resi- 
dents of the state. 


The announcement said “Some of 


‘I these have been ordinary life policies, 


at or near normal rates, but more 
often they are ordinary life at approxi- 
mately the same premium as a 20 


Falkstein, Gould Are 
Named To Texas Posts 
By Ga. International 


Georgia International Life has ex- 
panded its operations into Texas and 








Donald L. Gould 


Frank B. Falkstein 


has begun selling coverage there for 
the first time. In line with the ex- 
pansion, Frank B. Falkstein and Don- 


if ald L. Gould have been appointed re- 
i gional directors of agencies with head- 
M quarters in Houston. 


Mr. Falkstein, who is a member of 
Million Dollar Round Table, has been 
Manager of Prudential’s brokerage 
agency at the regional home office in 
Houston. He is the author of the book- 
let, “How to Be a No. 1 Man Through 
Prospecting,” published by Insurance 
R&R. 

Mr. Gould, a former division man- 
ager for Prudential, was a member of 
Prudential’s Million Dollar Club. He 
isa CLU. 


Fla. Adopts Anti-Coercion Rules 

The Florida department has adopted 
anew set of rules and regulations on 
anti-coercion as they were proposed 
and reported earlier this year in THE 
NATIONAL UNDERWRITER. All other 
Prior rules and regulations on anti-co- 
frcion were repealed by the depart- 
Ment. 
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payment life policy. This enables the 
company to attach a number of guar- 
anteed coupons thereto, and perhaps 
further state that they are going to 
allow a particular group of policy- 
holders (4,000 to 5,000 perhaps) to 
share in 50%, 75%, or even 90% of the 
profits realized by the company on 
this group of favored few, who ‘get in 
on the ground floor.’ In other words, 
these are participating policies. 

“The sales kit contains elaborate 
data, showing that back 75 years ago, 
some of these old companies appointed 
‘boosters’ in each community to help 
secure and maintain business in force, 
for which they were paid a moderate 
fee. The implication is that ‘we are 
going to appoint only a few such per- 
sons in each community, and these 
fortunate individuals will be richly 
compensated therefor, if they only 
become ‘charter policyholders.’ We 
don’t need to point out that such an 
arrangement would be illegal in most 
states today, and the prospect is, there- 
fore, being misled.” 





Life of Georgia looks to Life Underwriter Training 
Council as a significant factor in the development of 
the skill of its agency force. There are 345 LUTC 
Graduates in the field force. Another 370 fieldmen 
are enrolled in LUTC training courses. 





LIFE Saas? 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 





You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 

















And that’s exactly what Prudential’s well-coordinated 
Advertising and Sales Promotion Program is designed to do. 
Not only are Prudential representatives supported by: 

¢A prize-winning network television show, “The Twentieth Century” 
«AND a top-flight Sunday Newspaper Supplement Campaign 

» AND a variety of excellent sales promotion pieces — 

BUT ALSO, every Prudential representative knows that he can 
depend on concentrated Regional Home Office advertising campaigns 
to back him on the local level. This “right combination”—one that 
is always available to him—helps every Prudential representative 
bring more protection to an ever-increasing number of clients. 


TO OVER 35 MILLION PEOPLE—INSURANCE MEANS PRUDENTIAL 
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New Ideas Given At Decatur Conference 


(CONTINUED FROM PAGE 4) 
over indecisive attitudes of the pros- 
pect if he has confidence. Mr. Hodges 
opined that CLU did more than any- 
thing to help him maintain a positive 
and enthusiastic attitude. 

Mr. Beadles said that knowledge is 
not a state that one gets to or a condi- 
tion one arrives at but continually 
works toward. A person who thinks 
he has acquired all the knowledge he 
needs is on the downward path. That 


is why CLU continues to stress acquir- 
ing of knowledge. 

The successful agent backed by 
knowledge will have poise; otherwise 
he will be ill at ease and will not be 
adequate in his selling habits. And 
added to poise, there is persuasiveness, 
which the agent cannot have without 
the poise that knowledge can give 
him. “These add up to power of the 
sound kind to get across the idea to 
the person you are talking to,” said 


UNDE RV & 


Mr. Beadles. When these three are 
added together the answer is real 
prestige. Otherwise prestige is largely 
built on sand; a person may work on 
all the civic drives and other prestige 
builders he can manage, but people 
will say to themselves, “He is a good 
man but he does not know much about 
his business.” 

Mr. Leu added that he thinks one of 
the greatest failures is when leading 
agents sell less than 100 lives in a 
year. 

Hobart M. Albright, general man- 








The Time 1s 


NOW! 





The past dozen years have seen more 
changes in the life insurance industry than the 
preceding hundred years. The next dozen years 
are likely to be even more exciting . . . and 
profitable . . . for the professionally-minded 
life insurance counselor. 


The inevitable boom in the 60’s. Higher 
income levels. New tax and estate problems. 
New Social Security applications. Rapidly ex- 
panding Group Insurance and Pension Plans. 
Use of Mutual Funds in estate planning. An- 
nuities. Personal and family finance. Knowl- 
edge of these and much more will build your 
client’s confidence in you. 


Rich rewards will go to the career under- 
writer who devotes time and talent now, pre- 
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The 
Minnesota 


Moutual Life 


Insurance Company 
VICTORY SQUARE «+ ST. PAUL, MINNESOTA 














paring himself to become a C.L.U. and render 
the brand of life insurance service more and 
more of today’s clients require and expect. 


No other industry surpasses life insurance 
in available professional training. Pinnacle of 
this training is the Chartered Life Underwriter 
program of the American College of Life Un- 
derwriters. Minnesota Mutual is pleased and 
proud to number many C.L.U.s among its field 
force and home office staff. We encourage 
others constantly to study and work for this 
honored designation. Talk it over with your 
Manager or General Agent, your local C.L.U. 
chapter, or a friend or colleague who is * 
C.L.U. 
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ager New York Life, Peoria, chapte 
president, presided. 
presentation of “Star Dust written by 
Laflin C. Jones, Northwestern Mutug 
Life and performed by the Prai 
Players of Decatur. This play has had 
lot of mileage, but there has neve 
been a meeting where it has been pre 
sented where the audience has not re. 
sponded with the greatest of enthusi. 
asm and emotion. 

Mr. Hodges spoke on “How I Bai 
My App-Trap.” He compared th 
strategy of luring a prospect into sign. 


ing an application with actual trap. 


ping of game and the use of varioy| / 
kinds of “bait.” He said this method of 
“trapping” prospects came to _ hin 
about this third year in the busineg 
when he began to regard its benefit; 
as something tangible to sell, since} ) 
life insurance per se is an intangible]! 
Uses Mental Pictures 

He put into his sales kit a series gf] 
meaningful mental pictures, and foun] 


that certain of these pictures had mag. | j 
netic tendencies and were excellent 


bait for his “App-Trap.” In delineat. &. 
ing the way the mental picture works | 


he said the prospect’s objectives tum] 
out to be an excellent opportunity to]? 
produce a tangible mental picture de.] ~ 
picting the benefit involved. This, of] ” 
course, entails discovering what the] 


prospect has for objectives. The man] 


is drawn out to produce his own 


mental picture and this is then} 


“touched up” by Mr. Hodges to make 
it more alluring. He then explains} > 
the insurance plan that will make this 
materialize, but always in relation to] ~ 
the particular picture. “Don’t super-| 
impose other pictures during the talk, 
Keep the original before him,” he 
stressed. He also advised concentrating | 7 
on external objectives of the prospect] ~ 
rather than his internal motives. | 

Mr. Hodges also uses mental pic-| © 
tures to convey sales ideas to the pros-| 
pect, since he feels that about all there | ™ 
is to selling is the successful communi- 
cation of ideas. “Words alone are help- 
less to motivate. The prospect must get | © 
the idea,” he declared. ‘“Frequent| 
transmission is the most dependable} © 
method of keeping lines of communica- 


tion open.” A third way he regards é 


these mental pictures is as an effort- 
less way of helping the prospect to 
remember things. “He remembers 
these mental pictures long after he has 
forgotten the details of the plan or 
what he bought,” he declared. 


Palmer Gives Talk 


Alden C. Palmer, who recently re-| @ 


tired as commissioner of Indiana, spoke 
on ‘“Westiny In Your Hands.” He 
stressed the need to get back to old 
fashioned selling methods and said the 
most serious problem being faced to- 
day is the threat of federal control, 
not just the selling of insurance but 
every phase of business. “I have had 
experience with this as commissioner,” 
he said. “The federal government is 
marshaling facts to attack state su- 
pervision.” He emphasized that the 
insurance business is not “tooting its 
own horn enough” and not getting to 
the legislators. He advised the agents 
to be on their guard and said that 
even some of the commissioners’ afe 
encouraging federal interference by 
their actions, just as some doctors are 
injuring the medical business. 
Social security is a “horrible mess) 
said Mr. Palmer, and one the agents 
will have to worry about. The end 
has not been reached and this is @ 
sign of socialism coming on. He said 
also that government health plans and 
the like are being inspired by such 
men as Walter Reuther. He mentioned 
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BELIEVE ME... 
You Need All 


~ THREE 









Mr. Agency 


Builder: 


» You should be making all 
those commission dollars that 
- go with selling complete cov- 
erage to your clients: 


















a 1. Life—Par 

4 foul and Non-Par 
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1. Non-Cancellable 
2. Guaranteed Renewable 


3. Renewable-at- 
option-of-Company 


AND THEN ADD 
THESE THREE ... 


1) Top-Commission 
Agent's Contract; 


2) Well-balanced 
General Agent's 
Contract providing 
liberal overwriting, 
liberal expense 
allowance, and higher 
life-time compensation 
in service fees; 


3) New Induction 


tly re- 

1, spoke Program—completely 
is.” He flexible for new agents, 
Bes: bs established producers, 
ced to- and brokers alike; 

control, 

ace but ... and in our book that totals 
7 up to aclient-pleasing, money- 
nent is making, Agency Building op- 
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the name deliberately and quoted him 
as saying, “Eventually we will get rid 
of these private enterprises.” 

Mr. Palmer said letters are piling up 
in Washington by the thousands 
inspired by labor unions and that the 
socialistic tendencies rampant in some 
of these unions must be checked, 
“or your business and mine will be 
ruined. This is a movement to strike 
your business down. The legislators 
don’t get letters from you. Unless you 
use some get-up and get and unless 
you get to your legislators, your busi- 
ness will be taken away from you.” 


Should Contain Writer’s Feelings 


As to the type of letters, he said they 
should not be platitudinous but con- 
tain the writer’s actual feelings in his 
owns words, not stereotyped forms. 
These are recognized immediately. 
“Right there is destiny in your hands,” 
he declared. 

Mr. Palmer said the agent seldom 
thinks of the work he is doing in his 
day-by-day routine and has his own 
problems and pressures, and he does 
not have time to think of the long 
range effect his sales may mean. 
“You are writing up something that 
may easily run into the year 2000. 
You will be exercising an effect that 
far away. It is time to think of the 
span of the benefits your actions of 
today will produce tomorrow. The 
power you have in your hands is great. 
We have overlooked the responsibility 
of our job. You know things other 
people don’t know and you see things 
other people can’t. It’s your duty to 
help them understand these things.” 

George N. Michale, Provident Mutu- 
al Life, Kansas City, gave a very 
detailed delineation of an actual in- 
terview in the field in which he pros- 
pects—medical students and young 
doctors. Before getting into the inter- 
view, he said the agent must have a 
predetermined point on which he plans 
to land. He, himself, set a goal of $1 
million as his number one point. 

He also stressed the need for acting 
successfully. A proper mental attitude 
is involved—not being down in the 
dumps and that “business is always 
good.” A third point is sacrifice. The 
agent must pay the price and work 
hard at the beginning if he wishes to 
achieve his goal. He must out business 
before pleasure. “You either pay the 
price the first few years or you pay 
the price during your whole career as 
an agent.” 


Hill Speaks At Dinner 


At the Decatur association dinner 
during the Illinois meeting, Robert E. 
Hill, assistant professor of finance of 
University of Illinois, spoke on “In 
Economic Ovulence—A Balanced 
View.” In a discussion of economic 
growth in the 1960s, he practically 
made life insurance the white hope of 
economic stability. He said that while 
the 1960 decade may be’ relied upon to 
produce unimaginable advances, there 
are some danger spots. 

A total of two-thirds of the world’s 
population lives in underdeveloped 
countries and produces only 18% of 
the world’s income. A distinguishing 
feature is persistency of the poverty 
in this group. Its output has been 
matched by an exvloding population. 
These people will not be silenced, he 
said. The world is rapidly developing 
into two camps. The 1960s will reauire 
that “we step in and do something 


about it.” This includes keeping prices 


stabilized. 

The 1960s are a unique challenge 
for the insurance industry and the life 
agent can help combat internal dan- 
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INCREASING TERM... 


INSURANCE FOR OPTIMISTS 


——? 


We live in an age when everyone expects to be worth 
more tomorrow than he is today. 


Since personal insurance should coincide roughly with 
personal worth, isn’t it logical for a man’s insurance to 
grow as he grows? To increase with his importance 

to his employer?...the size of his family?...the worth of 


his own business? 

Occidental’s new Increasing Term policy does just 

that. The coverage AUTOMATICALLY jumps each 
year — but the premium never changes! 

For example, during a 10-year period a $10,000 policy will 
increase $1,000 a year. At the end of the term the policy 


can be converted (without evidence of insurability ) 
to $20,000 —dowble the initial amount. 


And during this period the premium hasn't changed a cent. 


For additional information call your nearest Occidental 
representative or write to our Home Office, Dept. 808. 


If you believe in tomorrow, you'll believe in 
Increasing Term. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 











@ Available for you—loans on your renewai 
commissions—for additional working capital, 
for business expansion, for personal use. 
Prompt, efficient, confidential service, from an 
organization that understands the needs and 
assets of life insurance underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2. Colo. 


Xen] Ma ial: 


I am interested in your service. Please send further 
information, at no obligation to me. 


Coupon 
Kole lohy 
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creased savings opportunities for the 
public, Mr. Hill declared. He cited the 
growing danger to the agents of lack 
of distinction in the U. S. between 
cash and credit. He noted that savings 
have been a built-in hedge for decades, 
but this is now no longer the case. It 
is up to the life agent to sell value 
received. Personal savings are going to 
decline in the ’60s, so insurance takes 
on increasing importance as an invest- 
ment commitment of the future. 

General chairman of the sales con- 
gress was Joe Lewis of Decatur, Mu- 
tual Benefit H.&A. 


HieNATIONAL UNDERWRITER 


Dunbar Heads Agency 
Officers Round Table 


George Dunbar, vice-president in 
charge of agencies of Mutual Life of 
Canada, was elected chairman of 
LIAMA’s Agency Officers Round Ta- 
ble at its meeting in Hot Springs, Va. 
Mr. Dunbar succeeds Joseph L. Bees- 
ley, senior vice-president of Equitable 
Society. 

Elected members of the round table 
were F. V. Olnhausen, Great Southern 
Life; Frank Vesser, General American 
Life, and A. Rogers Maynard, Metro- 


politan Life, who has served for one 
year and was reelected for a full 
three-year term. E. Morton, North 
American Life of Canada, was elected 
to fill the unexpired term of Perry T. 
Carter, Travelers, who has retired. 


Crown Life Revises Non-Medical 

Crewn Life has revised its non- 
medical limits. For males, and single 
and married females, the table is: 0-9, 
$10,000; 10-25, $25,000; 26-30, $20,000; 
31-35, $15,000; 36-40, $10,000 and 41- 
45, $5,000. 





“Looks like Republic National Life has scored another FIRST, Charlie.” 


Republic National Life Now Offers 


AGENTS — BROKERS 


AGENTS — GENERAL 


”30,000.00 


NON MEDICAL LIMITS 


After pioneering and testing $25,000.00 Non- 
Medical Limits for seven years R.N.L. is further 
increasing its sound program of liberal under- 


writing. 


be © Sn formation Regarding 
BROKERAGE OPPORTUNITIES 
Contact Edward R. Nadalin 
Assistant Vice President and 
Director of Brokerage 


REPUBLIC NATIONAL LIFE 2¢cccnce Company onsss, 101 


LIFE e ACCIDENT © SICKNESS @ MEDICAL AND SURGICAL REIMBURSEMENT © HOSPITALIZATION 
GROUP e PENSION e FRANCHISE e BROKERAGE @ COMPLETE REINSURANCE FACILITIES 








| bet we'll be posting 


THREE BILLION 


Life Insurance in force in RECORD TIME.” 
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Judge Price Succeeds 
Gibbs On Texas Boarc 


AUSTIN—Gov. Daniel has appo:nt- 
ed Judge Ned Price of Tyler, chiir- 
man of the Texas industrial accident 


board for three years, to the Texas F 


board of insurance. He will succeed 
Joe P. Gibbs, who has been ill. 

From 1945 to 1949, Judge Price 
served in the insurance departnient 
as director of title insurance under 


Mr. Gibbs. He has served three terms } 


in the Texas house of representatives 
and nine years as Smith County judge. 


Miss Martin Named Head Of 
Insurance Librarians Unit: 


Two Veterans Honored 

Mona Martin, librarian of Great- 
West Life, was elected chairman of 
the insurance division of Special Li- 
braries Assn. at its annual meeting in 
Cleveland. Librarians from more than 
50 life, fire and casualty companies 
and associations attended the meeting, 

Elected vice-chairman was Elizabeth 
Ferguson, Institute of Life Insurance, 
and Kathleen S. Edwards, Farmers 
group of Los Angeles, multiple line 
insurers, was named secretary-treas- 
urer. 

Miss Florence Bradley, retired li- 
brarian of Metropolitan Life, and Miss 
Pauline M. Hutchison, librarian of 
Canada Life, were elected to the 
“hall of fame.” 

Miss Bradley, who retired as Metro- 
politan’s librarian in 1948, was the as- 
sociation’s first vice-president and isa 
past president of the New York chap- 
ter. Miss Hutchison was one of the 
Toronto chapter’s charter members 
and served as its first president, 1940- 
41. 

The hall of fame was inaugurated 
at the 50th annual convention, in 1959. 
Miss Bradley and Miss Hutchison are 
the second and third insurance librar- 
ians to be elected. 


Government Employees 


Declares Stock Dividend 


Government Employees Life has 
declared a stock dividend of 2% pay- 
able June 15 to stockholders of record 
June 3. 

A total of 8,658 shares will be dis- 
tributed, and $12,987, representing 
par value of the shares issued, will be 
transferred from surplus to capital. 
The company will pay cash value for 
fractional shares. 

The regular semi-annual cash divi- 
dends of 12% cents was declared on 
the new amount of shares. 


National Travelers Life of Des 
Moines had the largest month in its 
history in May, with $8,286,246 writ- 
ten. 














Inajor bran 






Knllowing pé 

“So-callec 
andard pc 
ige individ 
“Industri 


our ability t 
Going on 
lustrations, 

wlikely the 
ismore mis 
“We spea 
companies a 
they are the 
ly, liabilitie 
insurance cc 
tion in som 
as Croesus,’ 
be viewed 

with tremer 
holders. 


Dividend’ C: 


“And hov 
dend’ as use 
hw confusi 
writers, to | 
the like? H 
‘premium,’ ‘ 
‘non-forfeitu 
tract,’ and ‘ 
tion but a fey 
Health in: 
problems too 








«Service Guide. 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 








30 N. LaSalle St Chicago 2, Il. 


Financial 6-9792 





pes Professional Services O1 ammmmmmasm 
* RATE BOOKS - 
Planning — Page Designing — Preparation 
Proof Reading — Production — Covers 
FAST © ECONOMICAL 
DUNCAN anv COPELAND, INC. 
1038 W. Peachtree St., NW ¢ Phone TR 3-3785 
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Atlanta 9, Georgia 
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rved that ‘just as the Holy Roman 

pire was neither holy, nor Roman, 
or an empire, so industrial insur- 
nce is not industrial and it is hardly 


w-hundred-dollar policies sold pri- 
ily to the very poor, usually for 
ial money.’ 


‘1 “This rather breezy and flippant 


aracterization is quoted not for an 


insurance but rather to 
inappropriateness of the 


Handing of 
reflect the 


major branch of life insurance.” 

As evidence that the public, not just 
insurance people, are involved in this 
terminology, Mr. Gregg 


illowing passages: 

“So-called ordinary life insurance— 
tandard policies of the sort the aver- 
ge individual buys—fell 0.7%... . 
“Industrial life insurance—small in- 
lividual policies on which weekly 
emiums are collected by door-to- 
door agents—also declined, to... . 
“Group life insurance—one _ con- 
tract, bought as a rule by an employ- 
#, covering a number of persons, 
showed a....” 


Reflects Terminology Weakness 


“Do you sense the problem of de- 
lineating these three types of insur- 
ace?” Mr. Gregg asked. “Is it just 
pssible that the wording ‘so-called 
wdinary life insurance’ reflects a 
weakness in our terminology and in 
or ability to communicate?” 

Going on to other life insurance il- 
lustrations, Mr. Gregg said it seems 
wlikely that any life insurance term 
iy more misunderstood than “reserve.” 

“We speak of financial reserves of 
companies as assets, whereas actually 
they are the complete opposite, name- 
ly, liabilities,” he pointed out. “Life 
insurance companies have the reputa- 
tin in some quarters of being ‘rich 
as Croesus,’ when actually they should 
be viewed as depository institutions 
with tremendous liabilities to policy- 
holders. 


Dividend’ Called Confusing 


“And how about the word ‘divi- 
dend’ as used in life insurance? Just 
how confusing is it to the public, to 
witers, to legislators, to judges, and 
the like? How about such terms as 
premium,’ ‘straight life,’ ‘whole life,’ 
‘on-forfeiture,’ ‘supplementary con- 
tract”, and ‘annuity certain,’ to men- 
tion but a few.” 

Health insurance has its language 
problems too, said Mr. Gregg. 





“For years, even we in insurance 
have struggled to find the appropri- 
ate generic term for the entire field,” 
he observed. “At one time ‘accident 
and health’ seemed to be the accept- 
ed term. Then along came ‘health 
and accident,’ ‘accident and sickness,’ 
‘ickness and accident’ and ‘disability’ 
4s alternatives. A close examination 
of the variety of terms now employed 
ty companies, associations, text writ- 
fs and others would be funny, were 
itnot so sad. 


‘Commercial’ Sounds Mercenary 


“Did you ever stop to wonder what 
tifect there might be on the public’s 
Mind of the designation of private 
health insurance companies as ‘com- 
Mercial’ health insurers, especially 
When contrasted to ‘voluntary health 





company activities in legislative and 
labor-union halls? 

“Compare sometime the contracts 
and sales promotion materials of pri- 
vate insurance companies and Blue 
Cross plans. Most likely you will find 
the latter written in simple, under- 
standable, non-technical language, 
whereas the former will be filled 
with technical insurance jargon. The 
benefits may be essentially the same; 
the language is almost always differ- 
ent. Is it possible that tradition puts 
us at a disadvantage and that if we 
really wanted to, we could escape 
from these shackles? 


Many Other Illustrations 


“The field of health insurance can 
serve up many more _ illustrations. 
Take just one more, however: What 
do you suppose ‘non-cancellable guar- 
anteed renewable disability income’ 
means to John Doe and Richard Roe?” 

Property insurance, with its ancient 
categories like marine and fire insur- 











A’ ard Coitton Candy 


\ Remember the days when balloons, cotton candy, and ice cream were 
' te extremely important factors in your life? 
_*h As we grow older, we think less about our childhood dreams and 
concentrate on present day realities such as future security. 
\\ Granted, balloons may have been more enjoyable subjects but even 
they would occasionally pop and change our world of make believe 
A into a world of tears. This is a perfect analogy for our present world 
"\ of realities. If a disaster were to strike your family, could you cope 
>) with it? Or will a disaster shatter your “balloon of security.” 
The Federal Life Insurance Company of Chicago offers the finest 
Secured’ Income Plan in the insurance field today. This non- 
cancellable, guaranteed renewable plan is a combination of Life and 
Accident and Health—just the thing to protect your “Security 
balloon.” 


Manager openings in Kansas City, Minneapolis-St. Paul, St. Louis 
and other prominent cities are available. If you would like further 
details on selling this plan write: Emery Huff, Agency VP. 


FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Avenue e Chicago 46, Illinois 


























Attractive 
Juvenile Contracts 


With his complete line of juvenile con- 
tracts, the LNL man can sell the Junior 
Estate Builder, educational endowments, 
ordinary or limited pay life, endowment at 
65, short-term endowments, and single- 
premium life or endowment plans. These 
policies are issued from date of birth. The 
popular payor benefit is available even to 
substandard risks. 


This complete line of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help its 
fieldmen. 


The 
LINCOLN NATIONAL LIFE 


INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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ance, has had longer than life, liability 
and A&S to clarify its language—or 
viewed in the other respect, to foul 
it up, said Mr. Gregg. 

“There is evidence that all is not 
well in this area,” he continued: ““Have 
you ever tried to figure out what is 
meant by ‘inland marine’ insurance? 
And what about ‘floater’ policies so 
common to this field? As a home- 
owner, did you ever wonder about 
‘extended coverage’ insurance; or even 
more interesting, the ‘additional ex- 
tended coverage’ insurance now avail- 
able? 


HieNATIONAL UNDERWRITER 


“And what about ‘casualty insur- 
ance,’ a term which has always had 
a vague and indefinable meaning even 
to persons in insurance? If casualty 
is to be interpreted in its dictionary 
meaning of ‘accident,’ then all prop- 
erty insurance, including fire insur- 
ance, logically is casualty insurance.” 


‘We Created The Problem’ 


Analyzing the language problem 
that plagues all branches of insurance, 
Mr. Gregg expressed the belief that 
“it is we in insurance who have 
created our problem.” 


“It was Humpty Dumpty of Alice 
in Wonderland fame who said, ‘When 
I use a word, it means just what I 
choose it to mean—neither more nor 
less,’ ” said Mr. Gregg. “It is we who 
have individually and_ collectively 
Humpty-Dumptied our language to 
the point that it is hard even to under- 
stand each other. Pity the poor pub- 
lic! 

“As much as we might want to 
blame our forebears in insurance for 
our language legacy, it is we who are 
squarely in the spotlight. It is we who 
make the language. If we wish to 





at KANSAS Cl 





the agent Is 
KEY MAN 







At Kansas City Life the agent is 
Key Man. 
He is ALSO 
Key Man in his community. 

An outstanding example of this 
broad concept of the “Key Man” is 
Kenneth M. Colston of Kansas City, 
Missouri. 

Because he was a leader in volume 
for Kansas City Life in 1959, Mr. Col- 
ston was designated as Vice Presi- 
dent, Volume, of our President’s Club 
for 1960. He was installed at that 
Club’s Sixteenth Annual Seminar 
held at New Orleans April 24-27. He 
is a qualifying member of the Mil- 
lion Dollar Round Table and this will 
be his eleventh year to receive the 
National Quality Award. 

Winning honors at Kansas City Life 
is nothing new to Kenneth M. Col- 
ston. He has qualified for the Presi- 


= Club each of the fourteen 


TY LIFE... 






years he has been with the Company. 


In 1956 he was the Club’s Vice Presi- 


dent, Renewals. 


Like our other leaders, Kenneth M. 
Colston is active in community af- 
fairs. He is a deacon and treasurer 
of his church, past officer of the Ki- 
wanis Club, and an officer of the Life 
Underwriters Association of Kansas 


City to name a few of his activities. 


It can truly be said that Kenneth M. 
Colston is a KEY MAN tocvhis com- 


munity as well as to Kansas City Life. 


IKAWSAS CTY LURE 


INSURANCE 
COMPANY 


Home Office / Broadway at Armour / Kansas City, Missouri 
Represented in 41 States and the District of Columbia 
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we wish to seek clarity, this can gghe latter t 
be done. Our opportunity is summaggnce langu 
ized in the truth that ‘dictionaries Jpranches of 
not make the language; larg usses I 
makes the dictionaries’—the theme 
the Commission of Insurance Ter “Our ex! 
nology.” that the wi 
Established By Teachers oy yon 
The commission, Mr. Gregg mfirst place, 
called, was established in 1959 gpility to cc 
American Assn. of University Teag§within the 
ers of Insurance, and financed by t§where desit 
association, to introduce in an eypeffective m 
lutionary way greater clarity and eg “The sec 
actness in insurance terminology. unicate tl 
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phrases) to evaluate the effectivengguage. In 1 


of the language and recommend jqition, it sh 
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—To accumulate and publish a ghglanguage; | 
sary of insurance words and p ies.’ 
on which there is general agree 
among practitioners and educators ers Must 
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: * meanings c 
Continued Program Is Aim gage ado] 
—To develop a continuing progragite work ¢ 
of information by which writers, egjembraced t 
tors, insurers and others will haqvalue. If, 
available more accurate and meaning{extbook v 
ful insurance terminology ors and th 
“through the art of gentle persuasj insurance’ | 
and assistance to those who make tytibe_ this 


insurance language, gradually briginevitably t 
some order out of the present chaoqie on he 


—To cooperate with any othgwill be a 
groups or individuals seeking to attagsnse, if th 
improvement in insurance terminolog}%: then in 

The pilot group that is working the diction 
these objectives is the committee ogseneric ter 
health insurance terminology, made wy Touching 
of 24 persons with E. J. Faulkneglanguage c 


president of Woodmen Accident 
Life, as chairman. 


Was It Rightly Named? 





“It is interesting to note,” said Mq| 
Gregg, “that this committee has 
a great deal of its time during its fing] 
year of operation in determining) 
whether or not it was properly nam | 


at the outset.” The committee’s fir} Lib 
report was published in the AAUTT§} 
Journal of Insurance for March | 
Mr. Gregg recommended a reading plu 


i 
it to his listeners “not only becausq| 
it reflects a fascinating interplay of] an 
ideas and opinions but also because i | 
is reflective of the kinds of problem#) 
to be expected in the future work of} 
all committees.” 

The committee on _ pension | 
profit-sharing terminology has | 
organized and will begin its work thi} 
year. It is headed by Dan M. McGi 
who is Frederick H. Ecker profe 
of life insurance at University 
Pennsylvania. Other committees, no 
being organized, will cover prope | 
insurance terminology, life insurancg| 
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Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenus 
QUEENS VILLAGE 29, NEW YORK 
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IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE. A Associates 
ONE NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17,N1. 





XUM 





e ll. } 





gyne 11, 1960 






do so,ferminology and general terminology, 
5 can gihe latter to be concerned with insur- 





summggnce language that cuts across all 
ynaries gpranches of the business. 
lang 






piscusses Dual Function 





theme 
-e Ter 






“Our experience thus far suggests 
that the work of the commission and 
its committees will develop along two 
pasic lines,” said Mr. Gregg. “In the 
xregg ypfirst place, it shall be their responsi- 

1959 bility to consider words and phrases 
ty Teadwithin their respective fields and, 
ed by tgwhere desirable, re-define terms in an 

an eygeffective manner. 

y andey “The second function is to com- 
logy. Tgmunicate the decisions to writers, edi- 
ors, speakers, legislators, companies 
ing stygand librarians, and persuade these 
ords aygoups to adopt the improved lan- 
ectivengguage. In regard to the second func- 
nend inition, it should be mentioned again 

that ‘dictionaries do not make the 
sh a ghglanguage; language makes dictionar- 
1 phraggies.’ 


greeme Users Must Do It First . 


icators 

“In other words, dictionaries adopt 

meanings only after the users of lan- 

guage adopt these meanings. Hence, 
progragine work of the commission must be 
ters, eggembraced by insurance if it is to have 
vill haqvalue. If, for example, companies, 
meaning extbook writers, librarians, legisla- 
‘y  anglors and the like will not adopt ‘health 
ersuasig insurance’ as the generic term to des- 
make tydibe this branch of insurance, then 
ly  bringinevitably this decision of the commit- 
't chaos¥tee On health insurance terminology 
ry othgwill be a sterile one. In the same 
to attggsense, if this term is gradually adopt- 
minologyed, then inevitably it will show up in 
rking qtte dictionaries of the future as the 
nittee oggeneric term for this field.” 
made yy Touching on the speed with which 
“aulknes language changes will be made, Mr. 
ident § 


















Gregg said the commission has adopt- 
ed the concept that evolutionary 
change—as contrasted with the revo- 
lutionary variety—must be the key- 
note. 

“Inevitably, recommendations which 
are revolutionary in form or timing 
will meet distrust and resistance,” he 
said. 

Insurance librarians, said Mr. 
Gregg, occupy key positions with rela- 
tion to the commission’s work, and 
“we hope always to have your interest 
and cooperation in this long-range 
project.” 


Scheduled For June 20-23 


An “Expanding Markets Sales Semi- 
nar” will be held at the University of 
Denver, civic center campus, June 
20-23. 

Conducted by SMU institute, the 
annual seminar is sponsored by Colo- 
rado Assn. of Life Underwriters, Den- 
ver Assn. of Life Underwriters and the 
university. 

Among the subjects to be discussed 
during the four full days of classes are 
“What You Should Know About Mu- 
tual Funds;” “What is Estate Plan- 
ning;” “Key Men Have Problems, Too;” 
“Why People Buy,” and “Kids Are 
Prospects.” 

Sessions will be under the direction 
of C. E. Gaines, director SMU institu- 
tute, and Perry W. Miller and Frank 
Crowder, both associate directors. At- 
tendance is limited to full time re- 
presentatives of legal reserve life 
companies and the enrollment is lim- 
ited. 


Mutual Trust Lif« reports personal 
life sales for May topped all previous 
records for that month. 
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Baltimore, Maryland 


New Orleans, Louisiana 


Ned P. King 





P. O. Box 2580 


Dallas, Texas 








GENERAL AGENT'S OPPORTUNITIES 


Liberal salary; plus company furnished automobile, 


and developing your General Agency in one of the 


Ages 27-45; college graduate; active church member. 


Write stating qualifications to: 


Vice President and Agency Director 
Fidelity Union Life Insurance Company 


Arlington, Virginia 
Pensacola, Florida 


Seattle, Washington 
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Jefferson Standard’s new “Volume Savings” con- 
cept creates larger sales by giving policy- 
holders a true quantity discount ... yet offers 
even $1,000 amounts at attractive rates. 

“Volume Savings” gives the Jefferson Standard 
agent a vital sales advantage at every 

level of today’s competitive market. 


Jefferson \tandard 


Home Office: Greensboro, N.C. 


HE INSURANCE COMPANY 





Changes In The Field 


Columbian National Life 

J. E. Harrington has been appointed 
manager of a new agency at New York. 
He has been a brokerage consultant 
of Connecticut General at New York 
and before that was with Guardian 
Life. 

Cc. B. Hennings Jr. has been ap- 
pointed manager at Des Moines. He 


FeNATIONAL UNDERWRITER 


group pension manager at Boston. D. H. 
Riemer, formerly with the New Haven 
group office, has been named assistant 
district group manager at Philadelphia. 
R. G. Poppleton, group agent at Pitts- 
burgh, becomes assistant group man- 
ager at New Orleans. 


Occidental Of California 


L. J. Miller has been appointed as- 
sistant branch manager at the west 
Los Angeles office. 

F. E. Hutton has been named as- 
sistant manager at Pasadena. 

J. A. Richards has been appointed 


has been with Bankers Life of Nebras- 
ka at Des Moines. 

W. C. Raitt has been named regional 
director of sales with headquarters in 
Minneapolis. 


Connecticut General 


R. G. Hight, group pension agent at 
Baltimore, has been appointed district 
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NORTH AMERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 
Operating in 48 states and District of Columbia 
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Scere eT ee: 


Growth and progress . . . dramatic- 
ally portrayed by The National 
Underwriter’s latest rankings of 
717 companies—North American 
up 65 positions over the previous 
year! 

This is a typical North Ameri- 
can action story—a continued 
story. 

The reason: at North American 
Total-Quality* has been fused 
with modern, professionally tested 
total-merchandising. Together they 
command the authority that wins 
sales for North American fieldmen. 

Whatever the aim may be in 
life insurance sales, The North 
American’s positive performance 
spells success! 


*Total-Quality is the mark of dis- 
tinguished products by North 
American since 1886. 


Since 1886 





Now over $700,000,000 in force 
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Patriot Life aa 
N. J. Farago has been appointej B otiout 


general agent for Rockland County? weperry 
N. Y., with headquarters at Suffemf cy, whi 
He has been assistant manager fq a Gable 

Conrecticut General at Garden Cipf™ 
and is a CLU. Wes 
A. J. De Lorenzo has been appointa} , 4 Gol 
general agent at Huntington, N. Y. & H. er for 
has been assistant general agent gf gat , 
Postal Life at Huntington Station an a ome 
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General American 
F. M. Siegfried has been appointa 
district group manager at Memphis 
and John F. Denstaedt is group repre 
sentative at Detroit. Mr. Siegfried ha 
been with Mutual of New York, anj 
Mr. Denstaedt was in sales with Mich. 
igan Blue Cross. 


Manhattan Life 


V. A. Carlin Jr., former assistant t 
the general agent at Washington, Dc, 
has been appointed general agent 4 
New York. He entered the busines 
with New York Life. 


State Mutual Life 


R. J. Hymel Jr. has been appointed 
manager at New Orleans, where ly 
has been a supervisor for Massachusetts 
Mutual. He is a member of the 19 
Million Dollar Round Table. 


Connecticut Mutual Life 


E. P. Neal Jr. has been appointed 
general agent at New York. He has 
been assistant general agent for 
Northwestern Mutual there since 1956 

York, Pa. 


Pan-American Life PIONEER 

W. H. Crow Jr. has been appointedfarmody ha 

general agent at Alexandria, La., tofiperintende 
succeed P. L. McKenzie, who has re- 

tired. Mr. Crow has been with Nef a 
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Colonial Life rea. 
R. L. Kunz has been appointed resi-| FRED S. 


dent superintendent at Kansas City,pinted D. | 
He has been manager and avis and cl 


manager for Prudential. Kerage st 
= P LINCOLN 
Union Mutual Life ie has 


Roger Fulton, group agent at the 
southern New England group office a 
Boston, has been promoted to regional 
group manager there, succeeding R. L 
Roberts, who has been named director 
of group sales and service. 


National Life Of Vermont 


D. B. Huston has been appointel] 
general agent at Milwaukee, where he 
has been with Northwestern Mutual. 
He is a CLU. . 


ent in Sai 





Confederation Life 
R. W. Kellogg has been appointed 
general agent at Miami. He has bee 
general agent for Union Mutual Life 


American Bankers Life Of Fla. 
The Cowart, Soper & Castleberty 
agency has been appointed generd 
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at theb nt a. Miami. Faris Cowart, presi- 
vith Pry, nt of the agency, is a member of 
fe me:ropolitan commission of Dade 
punty. D. J. Soper has been with 
avelers and K. D. Castleberry with 
PPOinted § nnecticut General. Messrs. Soper and 
County,f tieberry are vice-presidents of the 
Suffern, ncy, Which will open an office in 
ager fof.) Gables late in June. 

jen City 










Western Life, Helena 
—— H. A. Gokey has been named group 
- lo anager for Georgia, Florida and Ala- 
- a with offices in Jacksonville, Fla. 
aon and e formerly was regional group re- 
entative for Gulf Life in Miami. 





Manufacturers Life 
£. H. Brooks, assistant manager at 
janapolis, has been appointed man- 
er of the new agency there. 
Cc. B. Daiger, manager at Boise, Ida., 
been named manager at Spokane, 
eceeding R. H. Moffett, who becomes 
erage manager of the new broker- 
eagency at Phoenix. 


Home Life Of lanes York 


Cc. R. Klem, former assistant man- 
er at Denver, has been appointed 

ger there and E. C. Grayson, be- 
es manager at San Francisco, 
ere he has been acting manager. 


American Life Of New York 
The Weghorn general lines agency 
tNew York has been appointed gen- 
agent for A&S with E. G. Bullis 
manager of the department. 


GENERAL LIFE of Wisconsin has 
pointed the Linton agency as its 
ral agency at Eau Claire, Wis. 


LUTHERAN BROTHERHOOD has 
ed R. E. Thorp Jr. general agent 
York, Pa. 


PIONEER MUTUAL LIFE—E. J. 
ody has been appointed regional 
rintendent of agencies. 


has te! \oRTHERN STATES LIFE of Mil- 
aukee has appointed H. J. Crabb 
eral agent for the Appleton, Wis., 
a. 


ed resi-] FRED S. JAMES & CO. has ap- 
‘hinted D. E. Streit manager of life, 

and claims at Buffalo. He was 
Kerage supervisor of life and A&sS. 


LINCOLN NATIONAL LIFE—F. R. 
e has been appointed general 
ent in San Diego, succeeding W. J. 





istant ty 
on, DC, 
agent at 
business 





Mecke and D. C. Andre, former co- 
general agents. 


TENNESSEE LIFE—W. E, Price. 
has been named manager of the com- 
pany’s newly opened second agency 
office in Houston. 





Retirement Book Inspires 
Oldster Clubs In Japan 


“Begin Now to Enjoy Tomorrow,” 
a book published by Mutual Benefit 
Life, has been credited by a Japanese 
welfare official as being the inspira- 
tion for the founding of clubs for old 
people in the town of Osaka. 

The book, written by Ray Giles, con- 
cerns problems of elderly people and 
their preparation for retirement. 

Kiyoshi Ikegawa, assistant director 
of public welfare, Osaka, received a 
copy of the book in 1952, translated it, 
and put its ideas on vocational and 
social clubs into use. 

In a letter of appreciation to Mutual 
Benefit Life, Mr. Ikegawa said, “Your 
book gave me a strong spirit to start 
the senior citizens clubs; now there 
are about 250 clubs in Osaka City.” 


Milwaukee Claim Assn. 


Elects Olson President 

N. R. Olson, Old Line Life, has been 
elected president of Milwaukee Acci- 
dent, Sickness & Life Claim Assn. 
Other officers are Jean A. Carey, As- 
sociation Ins. Co., vice-president; Glen 
Alexander, Personal Indemnity, sec- 
retary, and James Abrams, Catholic 
Knights, treasurer. 


Executive Secretary Named 


Thomas R. Seifert has been named 
executive secretary of Washington 
State Assn. of Life Underwriters and 
Seattle Life Underwriters. Mr. Seifert 
has been an officer in the navy since 
1956 and during the past two years 
has filled a public information billet 
at the Naval Air Station, Alameda, 
Cal. 


State Mutual Leader In Life Sales 

Timothy W. Foley, director of brok- 
erage sales for State Mutual Life’s 
Nelson agency at New York, led the 
field force in life sales for the period 
ending April 30, with a production 
total of $1,426,398. 











How often will you be 
“supporting” a family 


while the wage earner 
is disabled? 


When a family gets a monthly 
insurance check during the 
wage-earner's disability, there 
is just one person to thank for 
it—a_ conscientious insurance 
agent. 





The man who has written an Accident and Sickness Disability Income 
Policy has, of his own initiative, provided the funds to help pay that 
family's food and fuel bills, its mortgage or rent bills, its life and fire 
insurance premiums. 


The New Protector Disability Income Policy 


One excellent policy to use in making your contribution to family security 
is Acco's New Protector Disability Policy. A number of optional plans are 
provided but the best of them all is the plan which pays a monthly income 
for BOTH Accident and Sickness as long as a LIFETIME. 

As an example, one “lifetime” program pays $200.00 a month, 
starting with the 31st day of disability from accident or sickness. The 
cost is only $67.00 a year for a preferred risk (male to age 49) in most 
states. The Protector Income Policy may be written for employed women 
ages 18 to 59; men ages 18 to 74. Write for information. 


AMERICAN CASUALTY 
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HOME OFFICE — READING, PENNSYLVANIA 
SINCE 1902 
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3K Offering Brokers a complete 





LIFE AND CASUALTY GROUP 
INSURANCE IS THE GREATEST 


line of Group Coverages 


Major Medical . . . Creditor Group Life . . 
_ Bantam group for the smaller cases .. . 
and all standard group coverages. 


a Our Group Insurance Director, Jim Rundle, has full 
information ... Drop him a line. .. He'll 
a be glad to answer your questions or to 





make a proposal on your next case. 






Life Insurance in Force 
over $1,700,000,000 
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HieNATIONAL UNDERWRITER 


HELP IN MAKING SALES... 


is afforded Nalac field underwriters by this 
new ‘‘pocket-size”’ visual. Convenient 

to use, it provides a positive sales track for 
the prospect interview. 

Another good example of how 

North American paves the way for 
Confident Selling. 


Affe and Casualty Company 


LIFE + SICKNESS - ACCIDENT +» GROUP 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. SkoGLunp, President 


J. E. SCHOLEFIELD, C. L. U., Vice President, Director of Agencies 


Over $900 Millions of Life in force. 


NORTH AMERICAN 


Home Office Changes 


Citizens Life Of New York 


Joseph S. D’Adamo, head of the ac- 
counting department since 1957, has 
been elected sec- 
retary. He has also 
been assistant sec- 
retary of Contin- 
ental Assurance 
and a member of 
the New York in- 
surance depart- 
ment’s liquidation 
bureau. He  en- 
tered the insur- 
ance business with 
United States Life. 





Joseph S. D‘Adamo 


Equitable Society 

J. J. Sullivan, assistant manager in 
the commissions and rate division of 
the group department, has been ap- 
pointed staff specialist in the manage- 
ment control data section and is suc- 
ceeded by G. F. Waters, former as- 
sistant manager of group sales. 


Zurich 


R. S. Phillips has been appointed 
director of group sales. He has been 
with Security Benefit Life as assistant 
vice-president and with Bankers Life 
of Iowa. 
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Life Of Virginia 
R. B. Tate, former auditor, has been 
appointed treasurer to succeed the 
late R. Turner Arrington. Mr. Tate is 
succeeded by J. R. Condrey, assistant 
auditor. 


Northwestern National 
G. J. Calvert, since 1954 an agent at 
Great Falls, Mont., has been named a 
supervisor for the company’s north 
central division. 


Manhattan Life 
Philip Lally, controller since 1958, 
has been appointed controller and lst 
assistant secretary. 


Shenandoah Life 
A. L. Thornton Jr., has been ap- 
pointed superintendent of the group 
department. He has been at Richmond 
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-adjusted man plans wisely for advancement and success 
field. He also provides for possible future emergencies, 
and for some of the finer things of life, as well: Education for his 
children—a home for his family, alvays—a carefree retirement in later 
years. He fulfills his obligations to his family. and to himself 


insurance program, tailored especially to fit 


his needs. Our agents find Modern Woodmen's many plans an 


invaluable aid to intelligent programming. 


For Modern Life Insurance 


It’s Modern Woodmen 


WOODMEN of America e Home Office e Rock Island, Ill. 
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F. C. Small, supervisor of field conf”,. 
pensation, has been appointed my “a 
ager-field compensation division of t/ 
life controllers department. He }; 
also been supervisor of field compej FINANC] 
sation for Great-West Life. organ vic 


Security Mutual Of New York} NAPA 


Neil F. Barry has been appointg.. a? 
assistant superintendent of agencies, | 
He has been assistant general agent, LONDON 
State Mutual Life’s home office agengpott and I 


Edward F. Kehoe, assistant pensiggsistants, 
1. J. Perk 


tuarial a: 














Alan Litt 
SAstant actu 
fined the « 


OLYMPI 
ines, ass 
en also 
} Franklin 
wectead Sec 
ROUTHER! 
ittle Rock 
ional Equi 
trust manager, has been promoted tith Natior 
pension trust manager to succeed thead been v 
late Albert J. Schock. Before joiningyars. 
Security Mutual in December, 

Kehoe was a pension consultant gf EASTER! 
John Hancock at Boston. 








Edward F. Kehoe 


Neil F. Barry 


fines, vice 
p the offic 
° resident o 
State Mutual Life 

J. R. Covington has been elected 4 
director. He is vice-president and ; 
director of the Oliver Corp., manv 
facturers of farm and industrial ma/ 
chinery. 





Western Life, Helena 
O. P. Ostrom Jr. has been appointed 
agencies superintendent for Minne. 
apolis and southern Minnesota. Hid 
succeeds the late Sheldon Beise. Mr, 
Ostrom has been with Financial Re, 
serve Life and Penn Mutual. 
R. S. Lawrence has been nam 








R. S. Lawrence 


O. P. Ostrom Jr. 







central regional vice-president, sut- 
ceeding R. L. Utne, who recently wi 
named agency vice-president. | 
W. W. Petroski has been appointed 
manager of the company’s newly 
formed pension division. He has bee 
pension and tax attorney for North- 
western National Life for the pas 
three years. 


WESTERN LIFE of St. Louis has 
promoted S. E. Byars to treasuftl, 
W. C. Mills to secretary, and 
Mary D. Hatfield to assistant secretaly. 
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Prudential 


J. E. Finnell has been appoin | 
general investment manager in 
bond department. He has been a & 
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ne 11. If 
jty analyst and administrative as- 
ant to the director of research of 
ionel D. Edie & Co., New York in- 
ent counselors. 
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CITADEL LIFE of New York has 
pointed William H. Bender Jr. as a 
a a consultant, Jose T. Morfin di- 
ctor of underwriting and Dr. Robert 
Klupt medical director. Mr. Bender 
Prica a former general agent of National 
field c ife of Vermont at New York. Mr. 
Oorfin has been with Northeastern 
nted “Hife, AMerican National and Franklin 
sion of ty,” 
t. He } 
d compej FINANCIAL LIFE has named R. B. 
organ vice-president. 
w York CANADA LIFE—Dr. R. W. Graham 





been named assistant medical 
tor. 





appoints... 
agencies 
al agent f LONDON LIFE has promoted W. H. 
ice agenepeott and I. R. Taylor, senior actuarial 
nt pensigsistants, to assistant actuaries and 
|. J. Perkins, also a former senior 
tuarial assistant, to assistant group 
Alan Little has been appointed as- 
fstant actuary of SUNSET LIFE. He 
fined the company in 1958. 


OLYMPIC NATIONAL LIFE— R. L. 
ines, assistant vice-president, has 
en also appointed treasurer. 


franklin C. Seford Jr. has been 
ected secretary and a director of 

ROUTHERN EQUITABLE LIFE of 
F. Kehoe pitle Rock. He was secretary of Na- 

ional Equity Life until it was merged 
omoted tith National Old Line in March and 
icceed th&ad been with National Equity for 23 
re joining ears. 


iber, Mi] EASTERN LIFE has elected N. L. 
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firm of Pines Publications, Inc., and 
of Popular Library, Inc., publishers of 
paperback books. 


New Mutual Fund Lists 
Life Company Holdings 


Capital Life Insurance Shares, a new 
open-end investment company, has 
made public its holdings in life com- 
panies, having a total market value of 
$1.5 million. The numbers of shares 
held in each company are 500 Aetna 
Life, 1,000 American General, 5,000 
American National, 1,500 Business 
Men’s Assurance, 1,000 California- 
Western States, 2,000 Commonwealth 
Life, 200 Connecticut General, 450 
Continental Assurance, 700 Franklin 
Life, 700 Great Southern Life, 1,500 
Jefferson Standard, 2,600 Liberty Life 
of South Carolina, 1,000 Liberty Na- 
tional Life, 3,000 Life & Casualty of 
Tennessee, 600 Life of Georgia, 1,200 
Life of Virginia, 200 Lincoln National, 
900 Massachusetts Protective Associa- 
tion, 500 National Life & Accident, 
3,500 National Old Line, 1,500 Nation- 
wide Corp., 600 Provident Life & 
Accident, 1,200 Southwestern, 2,000 
Transamerica Corp., 500 Travelers, 
1,200 United Services Life, and 1,400 
United States Life. 

The mutual fund also carries a small 
portfolio of growth stocks in fire and 
casualty companies, and utilities. 


Lorback Joins LOMA Statf 


Eugene R. Lorback has joined the 
planning and research staff of Life 
Office Management Assn. He has been 
with Manhattan Life for eight years, 

















sultant as assistant general agent of the Haas 
“Pines, vice-president and a director, agency at New York and before that 
p the office of chairman. He is also as assistant manager, new business, at 
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United Pacific Enters 
Individual Life Field 


United Pacific Life is marking its 
entry into the individual life field with 
a new policy called “Thrifty-Life,” a 
low-premium, non-medical guaranteed 
renewable term plan written in con- 
junction with any individual policy 
issued by the company or its subsidi- 
ary, Cascade. Premium is $30 a year 
and provides coverage up to $10,000 
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age as follows: Under 32, $10,000; 
32-36, $7,500; 37-44, $5,000; 45-49, 
$3,000; 50-54, $1,500; 55-59, $1,000. A 
short form non-medical application is 
required. Heretofore the company op- 
erated only on a group basis in the life 
field. The new policy is the first step 
in a projected program of expansion. 
Oklahoma Assn. of Home Office Life 
Underwriters heard Dr. Harry E. Un- 
gerleider, consulting medical director 


available to age 45 and automatically 
renewable to age 60. 


Coverage is based on insured’s actual the meeting in Oklahoma City. 








Take FULL Measure 
of the Company 
YOU Seek 





EARNING POTENTIAL 


Protective Life's General Agents Agreement 
provides top commissions, overriding com- 
missions, vested renewals, service fees and a 
liberal expense arrangement. 


COMPETITIVE POSITION 


Protective Life meets competition on all forms 
of Ordinary Life policies, both Par and Non- 
Par, and on all types of Group Insurance. 


STABILITY 
The last regular examination of the affairs of 
Protective Life shows that the Company has 
$113.99 of resources for each $100.00 of 
liabilities. 

PROGRESSIVENESS 


Protective Life has an Audio-Visual Selling 
Program, Quantity Discount premium system, 
and writes such "special" coverages as Dis- 
ability Income and Guaranteed Insurability. 


REPUTATION 


Protective Life is now in its 52nd year of 
successful operation, has more than a billion 
dollars of life insurance in force and carries 
an "Excellent A Plus" rating by independent 
authorities for the ranking of insurance com- 
panies. 


OPPORTUNITY 


General Agency opportunities unlimited 
throughout the Southeast for experienced 
Agents doing well in life insurance business, 
yet somewhat impatient with prospects for 
future advancement. 


Please address your inquiry, giving age and ex- 
perience record, to C. B. Barksdale, Agency Vice-President 


PROTECTIVE LIFE 
INSURANCE COMPANY 


William J. Rushton, President 
BIRMINGHAM, ALABAMA 









North American Re, speak on “Newer 
Horizons in Medical Underwriting” at 
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Editorial Comment 


The ‘Exasperating Jungle’ 


Using terms like “option A to ex- 
haustion”” may give an insurance man 
a pleasant feeling of belonging to a 
mystic brotherhood, but this kind of 
thing can only be irritating to the 
public, most of whom have trouble 
enough understanding insurance with- 
out having to translate its jargon into 
English. 

Unfortunately, without a deliberate 
and well organized counterattack, the 
situation inevitably gets worse. Insur- 
ance people are mostly too busy to 
worry about whether the way in which 
they use a word or phrase is contri- 
buting to the general confusion. For 
example, look at what has been hap- 
pening to our old friend the package 
sale. Until fairly recently, a package 
sale meant only a sale of a life insur- 
ance policy to fill a single need. But 
we've been seeing it used to mean a 
multiple line sale—a combination of 
life with property and/or liability 
insurance. 

We’ve even seen it used to mean a 
combination of life insurance and mu- 
tual funds, but we understand that the 
use of “package sale” to describe that 
kind of transaction is being knocked in 
the head by Securities & Exchange 
Commission and National Assn. of 
Securities Dealers. 

Then there is the kind of “news- 
peak” invented by companies to be 
something distinctive to help them in 
their merchandising. Sometimes it’s a 
word and sometimes it’s a_ phrase. 
Sometimes it catches on and other 
times people react as they would to a 
finger-nail drawn across a blackboard. 
Short of having New York pass a law 
against it and enforce it extraterritori- 
ally, probably little can be done in the 
way of compulsion. 

But something is being done, and 
we’re glad to be able to report, else- 
where in this issue, the latest develop- 
ments, as given by President Davis 
W. Gregg of American College at the 
insurance division luncheon during 
the annual meeting of Special Librar- 
ies Assn. in Cleveland. Calling the 
present situation “terminological 
chaos,” Mr. Gregg said insurance “is 


plagued by an infernal and exasperat- 
ing jungle of confusing terminology.” 

We like the jungle analogy, because 
in a jungle, as in insurance terminol- 
ogy, the preponderance of the many 
factors at work produces an ever more 
lush and impenetrable growth. Only 
vigorous and well directed efforts will 
control it. 

In addition to the feeling of belong- 
ing that is engendered by being able 
to juggle the insurance patois skil- 
fully, it’s undeniable that many insur- 
ance phrases are part of a verbal short- 
hand that would take a lot longer to 
express in English. But for the very 
reason that they are used as a conveni- 
ent substitute for English, there is the 
danger that life insurance men will 
(1) forget that they are virtually 
meaningless to the public and (2) 
forget how to translate them into 
language that a prospect or client can 
understand. The danger of misunder- 
standing is of course aggravated by 
the unwillingness of the typical lay- 
man to confess that he has only the 
foggiest notion of what the agent is 
trying to tell him. 

Then there is the semantics problem 
that Mr. Gregg referred to in his talk. 
“Ordinary” as the designation for a 
class of life insurance not only conveys 
an impression of mediocrity but must 
be distinguished from “ordinary” 
meaning a particular kind of policy in 
the over-all “ordinary” category. 

It’s pretty confusing, when you look 
at it from the outsider’s viewpoint. To 
the person not in the life insurance 
business the reaction must be about 
the same as seeing “average adjuster” 
on a marine insurance specialist’s door. 
Actually, “average adjuster” is a high- 
ly skilled type of work—a fact that is 
hardly suggested by the occupation’s 
designation. 

With all the obvious costliness of 
continuing to do business with the 
same old confusing designations, we 
heartily applaud the policy of the 
Commission on Insurance Terminology, 
which, as Mr. Gregg explained, is to 
make haste slowly. Attempts to force 
new terms on the business before it 
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is ready to accept them will only meet 
distrust and resistance, as Mr. Gregg 
pointed out. 

Slowness to accept language changes 
is a good thing, we believe. Language, 
even the language of a business, should 
be as dependable as possible. People 
feel uncomfortable to be suddenly de- 
prived of words and phrases they are 
used to, even if the words and phrases 
are inaccurate and confusing. Avenue 
of the Americas in New York City will 
be Sixth Avenue to most New Yorkers 
until they die. 

Perhaps it could be said that the 
process of bringing about language 
changes illustrates the democratic pro- 
cess in its purest form. Leadership can 
be exercised but if what the leaders 
are trying to accomplish is distasteful 
to those being led, they will simply 
balk. Nobody can exert enough force, 
charm or persuasion to get people to 
use words and phrases that don’t ap- 
peal to them. 

Take the word “scofflaw,” for exam- 
ple. Somebody thought it up as an 
epithet for those who habitually flout 
the law, and considerable effort went 
into getting the public to accept it as 
part of the language. But so far as 
our extensive research has revealed, 
nobody has ever used “scofflaw” in 
ordinary conversation. 

It is of course much easier to gain 
currency for a word or phrase within 
an industry. But people will still balk 
at using a word that grates on them, 
no matter how hard the drive to 
popularize it. And they will latch on 
to a word of questionable accuracy if 
it appeals to them. 

Take the expression “minimum de- 
posit.” The plan frequently involves a 
“deposit” that is considerably more 
than minimum, and the word “de- 
posit” as a synonym for “premium” 
has long been frowned upon by the 
regulatory authorities, because it is 
not a deposit at all. Yet the designation 
has found widespread acceptance, al- 
though “financed insurance” is more 
accurate and has gained some head- 
way. 

The effort of the Commission on 
Insurance Terminology will be a long 
and often disheartening one. It will 
take understanding and_ patience. 
Those who are discouraged by slow 
progress should turn to some other 
extra-curricular activity unless they 
can adjust themselves to the almost 
glacier-like slowness of the human 
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animal in letting his languaze 

changed. prads!:aw 
But even glaciers move, because { ee 
forces operating on them are pcowerguarl® p Pe 
and constant. The forces opera:ing # pore 
improve insurance terminology :iee, Sev lees 
be that strong—but they’ll neec to ifm sever 
almost that unremitting. If they aghistical a 
they will surely succeed to the full eJfe was Mm 
tent that they deserve to succegfand in 19: 
—R.B.M. dectronic 
gram. | 
ise, Mr 

p i president 
ersonals | 
Abram T. Collier, vice-president ag Alejand 
general counsel of John Hancock, pgpresident 
been elected a director of the Greagde Segurc 
Boston Chamber of Commerce. become p 
tional Ind 
Dr. Harry R. Mushlin, director § mr. Uri 
John Hancock’s home office healiie U.S. 
clinic, has been elected chairman @yemisphe 
Massachusetts Medical Society. surameric 
Harry M. Oliver Jr., assistant vigfMich alse 
president Marsh & McLennan, Chicag, Pie pe 
has been appointed chairman of May fictator Ri 


Daley’s Commission for Senior Cit 
zens. Mr. Oliver has long been engagy 
in civic and community projects. 


J. Edward Day, vice-president j 
charge of Prudential’s Los Angeles p 
gional home office, is the author , 
an article entitled “We Can’t 
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It” in the June issue of the Freemy hs c 
published by the Foundation for Exj Life Cc 
nomic Education. In it Mr. Day wang Life, becé 
of the prohibitive costs of the Forag 5% bid. 
type of welfare-state legislation, | wickly b 
There \ 
Dennis N. Warters, president Band underlyin 
ers Life of Iowa, has been name stock spec 
chairman of the Des Moines committe is known 
of the National Fund for Medical Eduj This su 
cation. put Lama 
Earl C. Jordan, general agent M coor 
sachusetts Mutual Life, Chicago, tf pcT pac 
been elected president of Universit $15 per th 
of Wisconsin Club of Chicago. Life & ¢ 
Codie D. Bell, vice-president ang ing at 17. 
actuary of Pioneer Mutual Life, ha realize 
been elected a director of Fargo Cham 
ber of Commerce for a three-ye Mass. B 
term. with Han 
to be stro 
Mass. Bon 
iD th State Mut 
ca S On Tue 
LOUIS L. GRAHAM, vice-presidel NOTU0" 
Business Men’s Assurance and long of ab eet | 
time secretary 
Internation 
al Claim Assi} , Shepare 
died at Ka es oF | 
City following ing Unive 
brief illness. 
Mr. Graham w ‘ 
educated at Io ae, victo 
State Universit] ty, (the 
He entered insur bent soe 
ance in Iowa aoe 
in 1913 joing “Titing ee 
B.M.A. as_ chi possible. 
adjuster. In 19 
Louis L. Graham he was made awe, E 
rector of field service and was el a 
a director. He was named vice-presi on lif ss. - 
dent in charge of claim and field ser] 4 a i 
ice departments in 1940 and in 1 Sat a 
was elected vice-president with ge _ 2 t . 
eral executive duties. dock was of 
In 1927 Mr. Graham was elec) gh 
president of International Claim 40 aor 
and in the following year was el “aa we 
secretary, a post he held until mamen 
death holdings of 
; wide Corp 
HENRY BRADSHAW, 43, ac Points fron 
in charge of computing and the deepes! 
processing for Great-West Life, on Monday} 
in Winnipeg after a short illness. Mi $180 at De 
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pradsiiaw graduated from McMaster 
becatse gpUniversity in 1938 and joined the ac- 
aria! department of Manufacturers 
e. After service in the Canadian 
my, he joined Great-West Life as a 
Hupervisor in the actuarial department. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. La Salle St., Chicago, June 7, 1960 
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neeo toWimr several years he headed the sta- PN sips Bid Asked 
’ + 4s ; etna e 
f they agiistical and tabulating departments. Beneficial Standend - a 
the full @Jfe was made associate actuary in 1956, Business Men’s Assurance 44 4644 
© succedand in 1959 he was appointed actuary, Cal.-Western States ccc 5842 
dectronics, to direct the electronics ee — sess Pa 
‘ 0) Cc eneral ..... 
<r program. A Fellow of Society of Actu- Continental Assurance _............. 149% 
aries, Mr. Bradshaw was a former Franklin Life sccm 74% 
president of Winnipeg Actuaries Club. Great Southern Life ...........0 69% 
Is S 
efferson Standar 4, 
Uribe Leaves Insurance Post board — Life pete op 
asident ag Alejandro Uribe has resigned as ire of virginia 2% 50% 
ncock, ,gpresident of Compania Suramericana Lincoin National Life 218 225 
he Greatde Seguros of Medellin, Colombia, to National L. & A. ..... ; — ” 
1 i o0) — North American, I]... la 
erce. rot ee = Cohates Ne TS La Le 96 102 
,  eww-~nagge agg ey Ohio State Life ecco 44 AY, 
director , Mr. Uribe makes frequent visits to Old Line Life ws: 6042 65 
ice healifihe U.S. and has been a leader in Old Republic Life «voce big ng 
fete at Piiemispheric Insurance Conferences. [Ctthiand Life wecwmoocene 83% 88% 
iety. [suramericana is a property insurer southwestern Life... 48 51% 
stant vi which also owns a life company. Travelers 81 83% 
Vt Mr. Uribe played a prominent role United, Wh scenes 49% 52 
n, Chicagil luti hich d d U. 8. Life 38% 
1 of Maygfit the revolution which deposed the washington National 00.0 41% 51% 
nior cypictator Rojas. Wisconsin National Life ............ 38 
on engage 
jects. e 
d Comments On The Insurance Field 
esident ° a 
ngeles r From The Investment Dealer’s Chair 
author By LEVERING CARTWRIGHT 
gt. via Cartwright, Valleau & Co., Board of Trade Building, Chicago 
1 for " Life Companies, Inc., the Murchison bracketing of Lamar Life and Atlantic 
Yay wam Life, became incorporated last Friday. It had descended to the low point of 
he Forang 9% bid. ane strong buying appeared, especially from Texas, and it ran up 
a quickly by about three points. 
on, There were reports that an actuarial firm had been engaged to assess the 
ent Bankj underlying values of Life & Casualty, and that at the same time an insurance 
2n nameg stock specialist had been employed to do the same for LCI (as Life Companies 
committed is known to traders). 
lical Eduj This suggested the. possibility that they were getting on with the plan to 
put Lamar and Atlantic into the Murchison-controlled Life & Casualty. 
LCI had run up to about 23 when the consummation of this program seemed 
"1 imminent, then faded badly on reports of snags. 





LCI had a net worth of 20 at Dec. 31, 1959, evaluating ordinary life at only 
$15 per thousand. Adjusted earnings were $1.42. 

Life & Casualty had net worth of 13 and earnings of $1.26. It has been sell- 
aq ing at 17. When L.&C. was in the range of $20, the “street” thought $30 might 
4 be realized for LCI in liquidation. 

Mass. Bonding, which advanced to ae bid when word of merger discussions 
with Hanover got out, dropped back to 40 bid. Hanover, however, continued 
to be strong and on Monday had reached 44 bid. There was some buying of 
Mass. Bonding at the lower level by those who had tendered stock at 45 when 
State Mutual Life’s satellite interests were acquiring a big block. 

On Tuesday a number of insurance stocks displayed strength, notably 
Maryland Casualty, U.S.F.&G., Travelers, Aetna Life and Connecticut Gen- 
eral. Continental Casualty dropped back two points after a steady advance 
of about 12 points over the past several weeks. 


—I|1 

Shepard Broad turned back the shares of Universal Ins. Co. that had been 
tendered on his offer of $50. He was obligated to take the stock up if 21,000 
shares or more were tendered. The tenders ran fewer than that. Monday morn- 
ing Universal Ins. Co. was 38 bid on the American Stock Exchange. 


wm 

J. Victor Herd, chairman of Continental Ins. Co., addressing the New York 
] Society of Security Analysts, gave an encouraging view of 1960 earnings and 
‘| CIS (the stock exchange symbol) moved up handily to 51. He thinks invest- 
.4@ ment income can reach $3.60, and that barring unforeseen catastrophes, under- 
: ° writing earnings might be expected. Total earnings of $4 or $5 a share are 
.& possible. 


~ |— 

Laird, Bissell & Mead released a comparison and analysis of fire-casualty 
4 surance stocks as of Dec. 31 giving 1959 and 1958 statistics under eight 
ij headings. — | | | — Foster & Marshall of Seattle, in its June bulletin, comments 
on life insurance companies and their common stock investments. They note 
that at the end of 1959 common stocks comprise but 3% of total assets, and 
predict that such investments will be stimulated when and if variable annuities 
come into vogue. — | | | — A large offering of National Old Line Life Ins. Co. 
cteg Stock was scheduled for this week. On Monday neither the exact date nor price 
sn} bad been announced. — | | | — Axe-Houghton Fund, in the six months to April 
4 0, purchased, as a new investment 20,000 shares of American Ins. Co. — || 
Fundamental Investors, during the three months ended March 31, reduced its 
holdings of Conn. General Life from 18,000 to 13,700 shares. — | | | — Nation- 
wide Corp. encountered selling and dropped to 30% bid—down two or three 
actua'¥ Points from recent levels. — | | | — Crum & Forster, which constitutes one of 
the deepest discount situations in the field, developed strength and was 69 bid 
on Monday. This contrasts to a recent low of 60%. C.&F. had a net worth of 
$180 at Dec. 31 and investment income of $8.32. . 
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Sheraton-Cadillac Hotel, Detroit. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue-Stratford Hotel, Phila- 


Conventions 


June 15-18, International Assn. of A&H Un- 


derwriters, annual, Conrad Hilton Hotel, delphia. 

Chicago. Sept. 11-16, National Assn. of Life Under- 
June 22-25, Texas Life Underwriters, Browns- writers, annual, Statler & Mayflower Hotels, 
ville. Washington, D. C ; 
July 7-9, International Assn. of Insurance Sept. 14-16, Society of Chartered Property 
Counsel, annual, The Greenbrier, White & Casualty Underwriters, annual, Statler 


Sulphur Springs, W. Va. 


July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 
W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 


July 25-29, National Insurance Assn., annual, 


Hotel, Detroit. ‘ 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y. 

Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 





Northeastern Life Insurance Company 
of New York 


Takes pleasure in 
announcing 
the appointment of 


KLEIN-ROMEO INSURANCE AGENCY 
370 East 149th Street, 
Bronx 55, N.Y. 


s 


GENERAL AGENTS 


Full Agency Service 
Consult us without obligation 


Northeastern Life Insurance Company 
of New York 


17 East Prospect Avenue, 
Mount Vernon, New York 











Hallmarks of Quality 


(On page 1 of every individual loss-of-time policy) 


ble 
This Policy is Non-Cancellable by the Company and Guaranteed Renewal 


ium to Age Sixty-five of the Insured and, with 
is Renewable Beyond Age Sixty-five. 


*& without Increase_in_ Premium 
the Consent of the Company, 


2 LOYAL PROTECTIVE LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
A Stock Company Incorporated Under the Laws of Massachusetts 





FIVE 
ENEWABLE TO AGE SIXTY P 
LABLE AND GUARANTEED Rl : next following age sixty-five 
Pert pear nr to maintain i pic nee wn Oe ard 

The Inmured hal Bega call sot have the 5 it without the cones 

1 To cancel this policy: 

2. To refuse to accept any premium 
* 3. To make any i == = so Tong a8 it 

s To make any reduction inthe indemaities provided herein PY thie 
After the Insured has attained age sixty-Gve be may continue to renew 

and to the provisions of Part 1X of this policy. 










TTT 


* This guarantees the other guarantees! 









Expansion program provides openings for qualified General Agents in selected areas. 


Loyat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 
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HAeNATIONAL UNDERWRITER 





Tells How To Use Split-Dollar Plan 


(CONTINUED FROM PAGE 6) 
and more of their inner natures. 
skilled life insurance 
pauses to observe and then to evaluate 
what he sees. Is there a clue to the 
prospect’s hidden feelings which the 
client hardly knows exist—feelings 
which he cannot express in words? 

‘“‘We must observe people, by meet- 
ing them in community work, church 
work, and the like. We cannot learn 
of man by mere co-existence. Under- 


A 
underwriter 


standing comes not as a result of 
passive observation, but as the result 
of active participation followed by 


analysis.” 
Shows All Ages 


Describing his method of selling 
key-man insurance, J. Welldon Currie, 
New England Life, Miami Shores, Fla., 
said: 

“Over the past 20 years I have 
learned that in selling business insur- 











We ee 


WITH 
OHIO 
NATIONAL 
LIFE’S 


“DIRECT 
DOLLA‘ 


Technique 





STREAMLINED 
EFFECTIVE 
EASY TO USE 


Ohio National Life’s ‘‘Directed 
Dollars” goes far beyond ordinary 
programming procedures. 

“DD” is Flexible . . . can be used 
for a package sale, a simple pro- 
gram, a complete program, or for 
estate analysis. 

“DD” is Comprehensive .. . can be 
used with almost every type of 
prospect ranging from those of 
modest means to the substantially 
wealthy. 

“DD” is Streamlined . ... provides 
the tools for professional program- 
ming without “busy work” details. 


=e 
™® C)hio National \Life 


INSURANCE COMPANY: CINCINNATI 
MUTUAL 


A 





NOW - RESULTFUL 


‘> SIMPLIFIED 
My, PROGRAMMIN 
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“DD” is a Sales Technique... 
which does not overlook the funda- 
mental purpose behind program- 
ming — to make more and better 
sales. 

Here’s proof again that Ohio 
National Life is providing more of 
the right kind of sales aids to keep 
their agents “a jump ahead.” With 
materials like this, more prospects 
become policyowners .. . and in 
shorter time. 













COMPANY 





ance it should be presented using a 
consolidated illustration of all ages to 
be insured and with the headings as 
shown in the attached brief or case 
presentation. A corporation, while it 
writes a check for the net premium, 
must of necessity show as an asset the 
cash value created by such payments, 
thereby making it subject to the claims 
of its creditors. If surplus is debited 
with the net premium payment, it 
must be credited with the cash value 
increase, and the difference between 
these two figures each year (as shown 
in column 1 and 2) is the out-of-the- 
window cost (see column 3) to the 
corporation for the insurance for that 
year. 


Cost Turns To Profit 


“This cost later turns to a profit 
(when cash-value increases exceed the 
net premium). The third column 
should, therefore, show red figures for 
cost, and black figures when the 
change occurs to profit. Keep referring 
back to the third column to emphasize 
the very low yearly reducing out-the- 
window cost to carry the insurance. 
Column 3 changes to a profit (black) 
quicker with limited payment life.” 

Following are the five column head- 
ings Mr. Currie was referring to: an- 
nual debit to surplus (annual net 
premium); annual credit to surplus 
(cash-value increase); annual net 
debit or credit to surplus; cumulative 
credit to surplus (total cash value); 
paid-up corporate indemnity (paid-up 
insurance). 

How to get attorneys, accountants, 
bankers and other centers of influence 
to refer deferred compensation situa- 
tions to the agent was discussed by 
Mason J. O. Klinck, New England Life, 
Wilton, Conn. 

“A step often overlooked by the 
underwriter is a report back,” said Mr. 




























TOUUTCE 
Virgil H. Smith, Pres. 





Reneficia 
THOUGHTS 


Anyone can do his work however hard, 
for one day ... and this is all that life 
really requires of us. Actually, all we can 
live is today .. . yesterday has gone, and 


tomorrow may never come for us. 


Beneficial Thoughts for those of us in 


the life insurance industru. 


BENEFICIAL LIFE 
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Klinck. “The referral source must 
made to take a personal interest ir th 
outcome. Let him know what hap. 
pened, how and why. Make it an ip. 
teresting avocation for him. If he has; 
personal and enjoyable interest in it 
the number of referrals from him wij 
increase tremendously. 


Teaching Must Be Gradual 


“Of utmost importance is the train. 
ing of the referral source. He must 
taught gradually over a period of tin, 
what a case is and how to spot one 
This is a soft sell over a long luncheon, 
It has taken some people three or foy 
years to give me a good referral, by 
once they start, the pace increases anj 
they are all high quality. 

“I train my referral sources to 
able to spot a successful business ma 
who is making money and who aly 
fills the general title of ‘good buy’ | 
try to train them to avoid giving m 
run-of-the-mill suggested cases. The 
referral source must also be traing 
to properly introduce the underwrite. 
I tell my people to merely mention t 
the potential prospect that they ma 
need the counsel of a specialized prac. 
titioner in the field of business plan. 
ning for deferred compensation anj 
that my man knows of such a party 
who might be useful. I find it’s best not 
to make a specific date but merely 
prepare him in a short, simple manner 
for my call.” 


‘Double Jeopardy’ Aids Agent 


The business continuation insurance 
market is “full to overflowing with 
ripe prospects” who fall into one of 
four basic patterns, said John H. Ames, 
Mutual Benefit Life, New York City, 
These are the sole proprietor who has 
no business insurance and has never 
been exposed to it; the partner or 
stockholder in the small business who 
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Company 


Salt Lake City, Utah 
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is either not insured at all or is inade- 
quatei'y insured; the key man vital to 
the profit formula of an organization 
of any kind who is not insured or is 
jnadequately covered; the situation in 
which there is an implied or contrac- 
tual “deal” of salary continuation, 
stock purchase, etc., for which there 
is no insurance. 

“This last pattern,” said Mr. Ames, 
“jg the one I find most common and 
most likely to produce sales. This is 
what I like to call ‘double or triple 
jeopardy’—meaning a situation where 
the survivors in the business have 
made a promise either to continue the 
deceased’s salary and/or buy his stock 
and, at the same time, to replace his 
services to the business, and have 
either little or no life insurance fund- 


ing. 
Ridiculous But Common’ 


“Consider how ridiculous it is, yet 
how common. A close relationship 
with a moral or contractual obligation 
to continue income, ta buy out stock, 
and the loss of valuable experience and 
ability—and no money coming in.” 

The best way to learn of such cases, 
said Mr. Ames, “is to cultivate as 
centers of influence accountants, at- 
torneys and bankers—not of the trust 
officer variety as is usually preached, 
put rather the investment and com- 
mercial banker. I think this is an im- 
portant distinction.” 

Mr. Ames said the large amount of 
absorption of small businesses by big 
businesses or other small business is 
creating a market for hundreds of 
millions of dollars of life insurance, 
because nearly every one involves the 
“double jeopardy” type of situation. 
These mergers are usually brought 
about by accountants and bankers. 

Combining deferred compensation 
for older executives—the “varsity 





team’’—with a split-dollar for younger 
employes was explained by Kenneth 
R. Mackenzie, New England Life, Bos- 
ton. 

“Deferred compensation is suitable 
for the ‘varsity team,’ he said. “But 
ordinarily, it is pretty hard for a cor- 
poration to know who, among 15 or 20 
able looking youngsters in their early 
30s, will by age 50 or 55 be in that 
little top management group upon 
whose ability the profits of the cor- 
poration really rest. 

“At age 55, it is easy enough to tell 
who has made the team. But at that 





Pru Plans Conferences For 
Ordinary Agency Field Men 


Prudential will hold three confer- 
ences on improving sales and service 
for its ordinary agency field men in 
the greater New York, central At- 
lantic and New Jersey regions. Con- 
ferences are scheduled as follows: 

Greater New York, Wentworth-on- 
the-Sea Hotel, Portsmouth, N.H., June 
14-17; central Atlantic, Lido Beach 
Hotel, Lido Beach, N.Y., June 27-30, 
and New Jersey, Queen Elizabeth Ho- 
tel, Montreal, July 11-14. 


Neb. Insurance Institute 


Elects Muffitt President 


D. E. Muffitt Jr., assistant secretary 
United Benefit Life, has been elected 
president of Insurance Institute of 
Nebraska to succeed Russell T. Derr of 
Knights Life. A. Grant Reed, assistant 
secretary and chief underwriter Mid- 
west Life, was named secretary-treas- 
urer. 

Standard of Portland will honor field 
force leaders at the annual sales con- 
ference in Sun Valley, Ida., June 22- 
25. , 





A SYMBOL 
OF SECURITY 


The Statue of Liberty is an 


impor- 


tant symbol to all Americans be- 


cause it represents 


use it as its trademark. 


Men to remain free must provide 


security for themselves and 


families and most American families 
have found life insurance to be the 
best way to provide this security. 


Liberty National Life Insurance 


pany is providing a large measure 


of security for many families. 


a quarter of a billion dollars is 
held by the Company for the pro- 
Perhaps 
this financial strength is one of the 
reasons why more and more people 
each year buy their life insurance 


tection of policyowners. 


from Liberty National, 


LIBERTY NATIONAL 
LIFE INSURANCE CO. 


Frank P. Samford, President 


HOME OFFICE: Birmingham, Ala. 


the freedom 
which is the foundation of our way y 
of life. Our Company is proud to 












their 


Com- 


Over 
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age you may run into two troublesome 
problems: The first is insurability and 
the second is the heavy premium out- 
lay at the ages involved. The plan can 
be tough to handle if one or two of 
this top group have become uninsur- 
able. 

“If, on the other hand, we drop 
down to the 30 or 35 age group, a 
deferred compensation agreement im- 
plies some assurance of continued em- 
ployment which any corporation is 
reluctant to assume with that age 
group. If we are talking about a split- 
dollar program for these younger em- 
ployes, the corporation often raises the 
question as to what happens to this 
split-dollar insurance at retirement.” 


Program Is Explained 


What Mr. Mackenzie has found to be 
an ideal and extremely salable pro- 
gram is this: Explain to management 
that a split-dollar plan not only offers 
these younger employes a chance to 
protect their families at far less than 
even the cost of term insurance and at 
no cost to the corporation other than 
loss of interest on the funds it invests 
in the cash values, but it results in 
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holding these young potentials in the 
corporation’s service until such time as 
it is clear who is important and who 
isn’t. For those who never really de- 
velop or who terminate, the company 
need have no worry with a. simple, 
straightforward split-dollar arrange- 
ment. ; 

Can Switch Plans 


%. the other hand, the company can 
enter into a deferred compensation 
agreement with the few, who at age 50 
or 55, have made the “varsity team.” 
The same split-dollar contracts con- 
tinue right up to retirement age, at 
which time the split-dollar arrange- 
ment terminates and the retirement 
benefits begin, still funded by the 
same life insurance contract. 

“Recently,” he said, “my company 
—and probably in the not too distant 
future your company will do the same 
—established a plan under which, be- 
tween ages 55 and 65, an ordinary life 
contract can be converted by increas- 
ing the deposits to cash values so that 
at age 65 we have a fully paid-up 
contract for the original face amount 
and without any penalty for the change 
in policy form over the 10-year period 





Crown Life of Canada 
modernizes Non-Medical Insurance 


and introduces these revised limits for 
Males and both Single and Married Females 





AGE 


0-9 
10-25 
26-30 
31-35 
36-40 
41-45 





NON-MEDICAL LIMIT 





$10,000 
25,000 
20,000 
15,000 
10,000 
5,000 








When it’s new 
in town 

...it comes 
from 


CROWN 


po --——-——-—---------- 





TO: BROKERAGE DEVELOPMENT DEPT., 
CROWN LIFE INSURANCE CO., 
120 Bloor St. E., Toronto, Canada 


Please send me your brokers life kit. 


ee 





Yes... Crown writes non-medically on all forms 
of life insurance ...including Term and Term Riders. 
And all brokers or surplus producers write 
non-medically for Crown... 
no special qualifications . . . no double standards. 


When you write life...write Crown! 


eee 


Sinan antenna en oeanen eee oma 


Nominate Stewart, 
Blumberg For NALU 
Secretary Position 


(CONTINUED FROM PAGE i) 
tions are meeting in June and may 
want to discuss the endorsing of trus- 
tee candidates, her committee has 
established a July 8 deadline for nom- 
inations and accompanying resolutions 
from local and_ state associations. 
All information must be received by 
Mrs. Doyle by the July 8 deadline. 
Her mail address is P.O. Box 4603, Ft. 
Lauderdale, Fla. 

Mrs. Doyle expressed gratification 
on behalf of the committee at having 
“a choice between two very able and 
experienced men who have evidenced 
their willingness to serve NALU as 
national secretary.” 

“Since both are well known to the 
body politic of NALU and since each 
man has had three years of distin- 


( WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 
in advance. 
THE NATIONAL UNDERWRITER— 
® oe 


LIFE EDITION 
PROVIDENCE AGENCY 
OPPORTUNITY 


. for qualified man with supervisory ex- 
perience to manage established Life agency of 
large, progressive eastern company. Includes 
all lines of Life, Accident and Health, Group 
coverage. Unusual financing plan and training 
program for agents. If you have field super- 
visory experience and believe you are ready 
for your own agency, write giving complete 
resume of your background. Your reply will be 
kept in strict confidence. Reply to Box P-74, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 























A LATIN AMERICAN LIFE 
INSURANCE COMPANY 


Wants as chief operating officer 
man, preferably not over 45, with 
executive home office experience 
and ability to speak fluent Spanish. 
Some Fire experience desirable but 
not essential. Fine opportunity for 
right man. Reply to Box NY-32, Na- 
tional Underwriter, Adv. Dept., 17 
John St., New York 38, N.Y. 








ACCIDENT and SICKNESS 
AGENCY SUPERINTENDENT 


One of the largest writers of accident and sick- 
ness insurance in the midwest, is interested in 
securing a man, age 30 to 45, with ample sales 
and managerial experience to qualify for this 
position. Starting salary a minimum of $9,000 a 
year or up depending upon the applicant's 
ability. All replies will be treated confidentially. 
Write to Box P-49, c/o The National Underwriter 
Co., 175 West Jackson Blvd., Chicago 4, Illinois. 








SALARY TO 
$15,000 
Well-known mutual life insurance company, 
Home Office Chicago, has unusual open- 
ing for agency manager to head a Chi- 
cago area office. Management experience 
desirable. Completely equipped office with 
secretary provided. Salary to $15,000 plus 
commission on personal business. Submit 
complete resume to Box P-94, The Na- 
tional Und-rv‘'sr Co., 175 W. Jackson 
Blvd., Chica ' 











Anderson, 
Portsmouth; Charles 
Equitable Society, Ashland; David F. 
Good, Prudential, Akron; Robert E. 
Holliday, North American Life, Mari- 
on; and William A. White, Connecticut 
Mutual, Springfield. Robert W. Forker, 
Northwestern Mutual, 
secretary-treasurer. 


guished service on the board of trus- 
tees and because of other considera- 
tions, it was the unanimous opinion 
of the nominating committee that both 
should receive official endorsement,” 
she said. 

Other officer candidates on the slate 
announced by the nominating com- 
mittee following a special meeting at 
New Orleans are William E. North, 
New York Life, Evanston, Ill., NALU 
vice-president, who is nominated for 
president; William E. Hendley Jr., 
president, to continue on the board an- 
other year as immediate past presi- 
dent; R. L. McMillon, Business Men’s 
Assurance, Abilene, Tex., NALU sec- 
retary, who is nominated for vice- 
president, and Louis J. Grayson, Trav- 
elers, Washington, D.C., who is nom- 
inated to succeed himself as treas- 
urer. 


Backgrounds Of Blumberg, Stewart 
Mr. Blumberg is a member of the 


Tennessee Bar. He has qualified for 


the Million Dollar Round Tabie twice. 
He has been president of both the 


Tennessee and Knoxville associations 


and in NALU has served as its offi- 


cial parliamentarian and as chairman 
of several important committees. He 
is chairman of the constitution and 
resolutions committee and is a mem- 


ber of the building committee. 
Mr. Stewart, a CLU, is a leading 


producer of Phoenix Mutual and is a 
past president of the Cleveland and 
Ohio associations. He heads the NALU 
committee on education and training. 
He is on the board of the National 
Council for 
Education. 


Accreditation of Teacher 


Other committee members besides 


Mrs. Doyle who were at the New Or- 
leans session were L. Mortimer Buck- 
ley, New England Life, Dallas; Roy E. 
Simon, Penn Mutual, 
H. Wertz, Lincoln National, Detroit and 
William W. Wray, John Hancock, Cin- 
cinnati. 


Chicago; Ray 


Deming Is Chairman 
Of Unity Mutual Life, 
Bayley New President 


E. R. Deming Sr., president of Unity 


Mutual Life of Syracuse has been 
elected chairman and is succeeded by 
Leland J. Bayley, former vice-presi- 
dent and secretary. Thomas F. Hanra- 
han, actuary, has been appointed vice- 
president and actuary and Fred A. 
Schultz, assistant secretary, has been 
named secretary. Messrs. Deming, Bay- 
ley and Hanrahan have also been di- 
rectors. 


Mr. Deming, who has been with 


Unity Mutual since 1918, is a past 
president of National Fraternal Con- 
gress. 


Wellman Elected Head 
Of Ohio Agents’ Assn. 


Ohio Assn. of Life Underwriters has 


elected Gilbert J. Wellman, Common- 
wealth Life, Lima, president to suc- 
ceed Samuel S. Loyer, Bankers Life 
of Iowa. 


New vice-presidents are William C. 
Equitable Life of Iowa, 
H. Campbell, 


was. elected 


Milwaukee Assn. of Life Under- 


writers has concluded its second an- 
nual discarded clothing drive on be- 
half of Goodwill Industries. 
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Hayes Now In NAIC 
Line Of Succession 


(CONTINUED FROM PAGE 1) 
report from the Gerber subcommittee 
on fire and casualty rating laws. Sev- 
eral of the committee reports reflected 
an unusual amount of work and re- 
search. 

The executive committee, with Mr. 
Hayes as chairman and Mr. Hammel 
as vice-chairman, is made up of the 
officers and one representative from 
each zone—Knowlton of New Hamp- 
shire (zone one); Smith of Pennsyl- 
vania (two); Rinehart of Alabama 
(three); Gerber of Illinois (four); Har- 
rison of Texas (five), and McConnell of 
California (six). There are three mem- 
bers at large—Howell of New Jersey, 
Musser of Oregon and Pearson of West 
Virginia. 

Sullivan of Washington was re- 
elected chairman of the examinations 
committee, with Howell of New Jer- 
sey reelected vice-chairman. Member- 
ship of this committee is by zone 
chairman, and they are: Zone two, 
Gold of North Carolina; zone three, 
Leggett of Missouri; zone four, Tim- 
mons of Iowa, and zone five, Grubbs 
of Nebraska. Mr. Howell represents 
zone one and Mr. Sullivan zone six. 

The federal liaison committee, of 
which the chairman for the coming 
year has not been elected, consists of 
zone representatives also—Roberts of 
Rhode Island (one); Smith of Dela- 
ware (two); Davis of Mississippi 
(three); Manson of Wisconsin (four); 
Hunt of Oklahoma (five), and McCon- 
ell of California (six). 


Guardian Centennial 
Celebration To Begin 
June 20 With Outing 


Guardian Life’s 100th anniversary 
celebration will begin June 20 with an 
outing and dinner dance for home 
office employes at the Lido Hotel, Lido 
Beach, Long Island. 

The field force will observe the 
centennial July 19-22, with a meeting 
of sales leaders and President’s Club 
qualifiers at the Waldorf-Astoria Ho- 
tel. The opening address at the cen- 
tennial sales convention will be given 
by President John L. Cameron. 

Following an “old-timers” breakfast 
Wednesday morning, the addition to 
the home office building will be dedi- 
cated. Members of Guardian’s Million 
Dollar Club will present a special pro- 
gram Wednesday afternoon. 

The speaker at the centennial ban- 
quet Wednesday evening at the Wal- 
dorf-Astoria will be G. Russell Clark, 
New York superintendent of banking 
and a former Guardian director. 

Kenneth McFarland, educational con- 
sultant for General Motors Corp., will 
keynote the Thursday morning session, 
which will include talks by several 
members of the field force. On Friday 
morning, members of Guardian’s CLU 
association will attend a_ breakfast, 
which will be followed by a room 
hopping program with panel discus- 
sions on estate planning, prospecting 
and time control, pension and profit- 
sharing and group selling. James A 
McLain, chairman, ‘will deliver the 
closing address. 


Seattle Agents Elect 

Seattle Life Underwriters Assn. has 
elected Douglas L. Mitchell, Penn 
Mutual Life, president. He succeeds 
Lewis C. Yount, Prudential. Other 
officers are Arthur F. Kehle, vice- 
president; John H. Rooney, secretary; 
and Clifford B. Bertram, treasurer. 
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Defeated On Appeq| 
(CONTINUED FROM PAGE 1) vice but 
in which the insurance was placg{ersuadin 


these are collateral matters that cap,jeonscience 
not serve to help spell out affirmatiy,|right thin 
ly the agreement so essential to plajp,fli¢ Says it 
tiff’s recovery. At best, the convers,) “My fez 
tions and conduct relied upon woyjiem, the 
indicate encouragement of plaintiff pyuitins @ 
defendants-appellants, whether 4jinding th 
good faith or bad faith, to contin, 









acceptable 
working on their insurance program |ombinati 

“Accordingly, judgment in favor y (which tk 
plaintiff is reversed, on the law ay 





facts, and the complaint is dismissy 
with costs to defendants-appeliants’ 

Earlier in the opinion the cow 
stated: “Plaintiff, alife insurang 
agent, alleges in his complaint thy 
defendants-appellants promised hin | BOWLE: 
and agreed with him that such (life) 
insurance would be written throug - 
and by him, regardless of any chang i 
in, alteration of, or substitution of an RICHMOND 
plan in place of the plan or plans }yf] porTLAND 
was thus required to work up and ¢&. 
vise, so as to compensate him for th 
services by the commissions payab 
and paid upon effecting such insy. 
ance, the renewal commissions anj 
other benefits.’ 


No Agreement In Writing 


“There was no agreement in writix 
between the parties. Plaintiff argue 
however, that implicit in the convers. 
tions among and the course of condu¢ 
of the parties was an agreement that 
plaintiff ‘worked up and devised’ a pla 
of insurance that was accepted, h 
would secure the life insurance pol. 
cies as defendants-appellants agen 
and thus be compensated by means o 
the commissions payable upon such 
policies. 

“Defendants-appellants procured 
and paid for policies implementing ; 
plan concededly worked up by plain. 
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tiff, but they placed the insurance ie 

through another broker. Plaintiff con-| ®!' Ameri 

tends that there was an implied coven. 

ant that he would receive his compen. 

sation by way of commissions on the 

policies he wrote and that defendants. E. 

appellants breached their agreement 

with him by wrongfully frustrating his en 

right to earn such commissions. Plain-|| °=5¥!ting 

tiff has recovered a judgment for aj] Accountant: 

sum approximating the first year’ 

commissions he would have receive 

had he placed the insurance. , 
“The evidence presented upon th Haig 

trial does not support the agreemet 

alleged in the complaint. Giving plain 

tiff the benefit of all implications thi 

can fairly be drawn from conversation 2801 North 

among the parties, their course df} '*dianapoli 





conduct and the documents introducei 
into evidence, he has still failed t 
offer upon the trial sufficient proof d 
the unusual agreement he alleges i 
his complaint.” 

The trial court decision was 
ported at length in the National Ur 








derwriter of Nov. 28, 1959. ST. LOUK 

Meyer Heads Chicago 

Fraternal Underwriters a 
Fraternal Underwriters Assn. ¢f| HOWARD | 

Chicago has elected Clarence C. Me- 

ers, Concordia Mutual Life Association} Consulting . 

president. John P. Haus, Aid Associt-}) 259. N. meri 

tion for Lutherans, is vice-president. |~ — 

ee — 

Texoma (Sherman, Tex.) Assn. I : 

Life Underwriters has elected Wo0- rwin 

row Elrod, Southland Life, presides! P 

Linus Jarvis, Reliable Life, vice-pres 

dent, and J.M. Hollingshead, Republi 

National, secretary - treasufd: 








1 S:uillNicholson Urges More Gumption In Field 
op 


‘CONTINUED FROM PAGE 2) 
E 1) vice but never persisting, insisting, 
s place, persuading the public to do what in its 
that cap, Joonscience it knows to be the only 
‘irmatiye, right thing to do. That is what the pub- 
to plajp, lic avs it wants. ; ; 
con vers, “My fear is that we have given it to 
on woyjftnem, that we have shifted our re- 
aintiff py quiting and selection processes from 
‘ther ;}finding the effective man to finding an 
continy acceptable man, one who might, in 
programjombination with easy-to-sell products 
favor ¢ (which the public wants) try to ap- 
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pease customer appetites. Don’t we 
then buoy up this ‘acceptable’ man 
with heaps of training, surround him 
with staff help, load him with tech- 
nical knowledge, fill his brief case 
with sales promotion? 

“And what happens? Don’t we get a 
chap who is too ‘nice’ to fire, too 
seared to quit, just making a living, 
and one who should never have been 
in our business to begin with? Well, it 
is not our fault—we gave the public 
what it wanted!” 

If the manager or general agent has 
done that, Mr. Nicholson pointed out, 
the chances are it was because he 
thought he was supposed to. 

“After all,” he said, “didn’t this 
home office give him those easy-to-sell 
products—the ones the public wanted? 
Didn’t it listen to his requests for 
more staff help? Didn’t it develop all 
the sales promotion? Why, his home 
office even took over the responsibility 
of selecting his agents. It was never 
really spelled out this way, but when 
a new recruit got by the selection 
tests and the committee on selection, 
the results were the same. 

“Training has long been recognized 
as an integral part of a new man’s 
development. Yet, when the managers 
and general agents didn’t do it, the 
home office provided schools or schol- 
arships to industry schools that sprang 
up to serve the need created by this 
abdication. No wonder the General 
Agents & Managers Conference had as 
its theme at their meeting last fall ‘The 
Man in the Middle.’ It probably should 
have been more appropriately called 
‘The Man in the Muddle.’” 

Mr. Nicholson said he was not being 
derisive about that meeting but said 
that “if you fellows think of yourselves 
as ‘middlemen’ the chances are that 
is what you'll end up being.” 


Should Be Leaders 


“In my book,” he said, “the man- 
agers and general agents are not 
‘middlemen,’ they are leaders of men. 
That’s an up-front position. Respon- 
sibility is the lot of the leader. It can- 
not be ducked or bucked. When it is, 
the decline from big men to little men 
sets in and the angle is precipitous.” 

None of this loss of responsibility is 
due to home office decisions to cut 
down the importance of the agency 
heads. The situation is due not to 
malice but to a desire to help, and it is 
unnatural to refuse such help, to say 
“I can’t accept your gift because its 
acceptance would make me a lesser 
man.” 

“Yet a stand must be taken,” said 
Mr. Nicholson. “Either we believe our 
managers and general agents are the 
key to our sales success or we don’t. 
Either you believe it or you don’t. But 
if you believe it as strongly as I do, 
I suggest you review your functions 
and responsibilities in their most 
fundamental of concepts. 

“Simply stated, it is you who finds a 
man for whom this business is right 
and guides him to his maximum per- 
sonal development. To do this, you of 
course must have skills in recruiting, 
selection, teaching, supervision, moti-, 
vation, administration, money man- 
agement, etc., but I am talking about 





Southwest Mich. Agents Elect 
Harold Smith, Equitable Society, has 
been elected president of Southwestern 
Michigan (Benton Harbor-St. Joseph) 
Assn. of Life Underwriters. Other of- 
ficers are: Donald Stuck, United, vice- 
president, and Walter Single, Equi- 
table Society, secretary-treasurer. 





LIFE INSURANCE EDITION 


the atmosphere in which these are 
practiced—the setting for the picture, 
not the picture itself.” 


Indirection, Not Coercion 


All this, said Mr. Nicholson, is tied 
up with how the manager wears his 
“mantle of leadership.” Leadership, he 
said, must be by indirection and per- 
suasion, not by coercion. It starts with 
the desire to be helpful to someone 
else and it flourishes when that some- 
one who can be helped is found. 

“That is why I have often stated 
that the manager cannot delegate his 








“| agree North American Reassurance 
is quite a help, Howard, but isn’t that 
a big statement?” 

“Well, remember when their field rep- 
resentative was here last week? He 
gave us the dope in a hurry on how to 
solve those three problem cases last 
month. So happened we retained two 
Cases ourselves and ceded one to them.” 

“Hmmm, that’s true... and their help 
is fast. Why, | phoned them about a 
highly rated case one morning last week 
and their decision was on my desk when 
| got back from lunch!” 

“And since you mentioned substand- 
ard, how about the way North American 
Re will accept facultative cases rated up 
to 1000%? How about the applications 
we had to turn down that they've re- 
vived for us?” 


Our background in life reinsurance exclusively 
helps underwriters and other life company executives 
solve problems over a broad range. For two good samples 
of this background, send now for your copy of 

“Economic Hesitation in Life Underwriting,’ by Vice President 

John R. Ward of North American Re—and your copy of ‘Reinsurance 
Exclusively,’’ which outlines our many services. Simply address: 


coe Re eee 
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responsibility for recruiting and de- 
veloping his agent force,” he declared. 
“This goes for delegation up as well 
as delegation down. Delegation is a 
polite name for abdication. Abdication 
is a one-way street—a destroyer of 
the sense of responsibility. 

“This sense of responsibility and its 
execution through leadership by in- 
direction is vital to our business. You 
managers and general agents must 
accept this responsibility, must prac- 
tice leadership by indirection, must 
think the part, act the part, be the 
part.” 


“Ted, having our 
reinsurer is like 
having two more 
top underwriters, 
at no cost!” 


“Now there’s a service that’s really 
had an effect on the agency force!” 

“Not to mention their advice on the 
recent revisions of our non-medical 
limits and medical requirements . . . and 
all those special medical studies they 
publish, and...” 


“I'm convinced — 
except it may be 
three underwriters 
instead of two!” 






NORTH AMERICAN 





LIFE e 


REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif, 
Reinsurance Exclusively 
ACCIDENT & SICKNESS « 


GROUP 














- ++ the time when action speaks louder than words 


P..1 Revere has always enjoyed a reputation for quality products. 
But it is especially proud of the manner in which it treats 

the policyholder at claim time. For it is our conviction 

that the true value of a disability contract depends upon 


the claim philosophy of the company behind it. 


Paul Reveres long and proven record of excellent claim 
service has been characterized by prompt, fair and 


liberal handling of all claims. 


This claim philosophy produces satisfied clients who 
are a continuing source of referred 


leads and repeat sales. 


Canadian Head Office: HAMILTON, 








WORCESTER * MASSACHUSETTS. 


ONTARIO 





Non-Cancellable, guaranteed continuable Accident and Sickness Insurance. Hospitalization and Major 


Medical Insurance. All forms of Life, Group Life and Group Disability Insurance 
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